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Networking is a high stakes game - 

You put both your reputation and your business on the line with every 
installation, SMC knows this. So does VARBusiness. They have rated 
SMC the easiest networking manufacturer to do business with three 
years running. That's because SMC offers everything you need to 
ensure your profitability - easy to install, quality products that work 
right everytime. Also, we've upped the ante with our toll free technical 
support, guaranteed compatibility and industry leading customer 
service. 

And now, SMC has stacked 
the deck even more in your 
favor with our aggressive new 
Wild Card promotion! For a 


limited time only, we’ll increase your take with two free 10/100 EZ 
Cards when you buy selected SMC switches, hubs and adapters. 
SMC'sEZ Card 10/100 PCI adapter is one of the most affordable Fast 
Ethernet cards on the market today, and they couldn't be easier to 
use. 

You don't have to bluff to make money with SMC. Take the gamble 
out of networking and play the sure hand. For more information 
on SMC products, services 
or our customer satisfaction 
guarantee, visit us at 

1-800-553-7731. 
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[EDITOR'S DESK 


W hen il comes to 
digital photogra- 
phy. it seems the 
technological world is final- 
ly starting to gel. 

Digital cameras are 
oflering higher resolutions 
at lower prices. Near entry- 
level ink-jet printers are now 
capable of printing high- 
quality photographs, some- 
thing that Just a couple of 
years ago was possible only 
on very expensive, vertical- 
market-oriented products. 

As computers have become 
increasingly powerful and 
entry-level monitors bigger, manipulating 
images at the desktop has become eminently 
practical. (See this month's Lab Test, page 
30, for an in-depth review of the latest 17- 
inch monitors on the market.) 

Moreover, improvement.s in compres- 
sion and bandwidth mean large photos can 
travel with ea.se electronically, whether via 
Web pages ore-mail. (As little as a year ago. 
I was still regularly calling my ISP to delete 
too-large e-mails.) 

I've had fun playing around this issue 
with Epson's PhotoPC 600 digital camera, 
and in fact, some of those elTorts even made 
their way into the magazine. (See page 20.) 
Reviewing photos a.s soon us they're taken is 
extremely convenient, as is the option to dis- 
card them and reuse the space. (There's one 
point over film!) Moreover, the immediacy 
of e-mailing photos back to the office 
appeals not only to journalism, but to all 
sorts of deadline-sensitive businesses, like 
real estate and insurance, for example. 

Of course, consumer interest is sky- 
rocketing. I decided to send u photo to my 
mother electronically, as she just recently 
procured an e-mail account. To my amuse- 
ment. my father telephoned me to exclaim: 
“1 saw you on the Internet!" 

At Coradex/Canada in Toronto last 
month, my conviction that the "time has 
come" for digital photographs strengthened. 
The slew of cameras on display included the 
FujiFilm MX-700 1.5 mega-pixel offering 
(see page 1 1 ). Along with high-quality reso- 
lution in an exunmely .small package, this 
product offered an optional floppy-disk- 
shaped adapter that holds the MX-700's 
wafer-thin storage card. To load the photos, 
the “nappy disk" slides into the PC's floppy 
drive. This sort of innovation is necessary to 
ea.se consumer adoption. Messing about with 
cables at the back of systems is still no pic- 
nic for the average user. Anything easier and 


more intuitive deserves 
accolades. And the idea of 
connecting the camera 
directly to the printer (as is 
po.ssible with various 
Ep.son products, for exam- 
ple) may be of interest to 
some consumers who don't 
always want to bother with 
uploading images to the 
computer. 

On the printing front, 
watch out for the Lexmark 
3200 color ink-jet printer, 
with 1.200 by 1.200 dpi 
resolution, starting at a 
mere $279. Entry-level 
printer buyers will be able to afford a prod- 
uct that prints excellent-quality photographs. 
(Speed is up to 6 ppm in black and 2.5 ppm 
in color, the company says.) 

Of course, glossy photo-quality paper is 
expensive. But your customers who decide 
to go digital will have the advantage of 
viewing each photo before printing it as 
well as cropping, modifying, lightening or 
darkening each image for optimal results 
before it goes down on paper. And "reprints" 
are quick and easy. 

For CeWs product picks at Comdex/ 
Canada, he sure to check out “Recogiiizmg 
'limavaiion' at Cdiiulex/Caimila." page 18. 

While at Comdex/Canada, I had a 
chance to speak with Michael Cowpland, 
CEO of Ottawa's Corel Corp. (For a per- 
spective on Corel today, see; "Hardball 
Season." page 16). After the recent cuts in 
Utah. Cowpland says Core! is in a good cash 
position, and "ready to show a profit in the 
fourth quarter." 

Looking towards the future, the core 
focuses for the company will be; CorelDraw. 
the Corel WordPerfect Office suite. Ventura, 
and emerging technologies like Java and 
Linux, says Cowpland. (See “Corel launches 
Linux network computer." page 60.) 

Incidentally, if the crowds at the Corel 
booth were any indication, there is still a lot of 
interest and goodwill towards that company. 

Despite recent hardships. Corel 
deserves credit for a pioneering spirit that 
has seen the Canadian company take risks 
with new technologies and directions over 
the years. Indeed, Cowpland said he'd like to 
sec his own legacy as: “creating compante.s 
that are dynamic and effective, and creating 
great products for customers." 

It's an admirable goal. CM 

Grace Casselinan 
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I LETTERS 


Celeron Article Enlightening 


I am e-mailing to say how much I liked (Alan 
Zisman'a) article on ihe Celeron chip in the June 
issue Ipage 461 of Canadian Computer Wholesaler. 

I consider myself to be relatii/ely up to snuff with 
technology and I am looking for a new PC for my 
father. When I came across the name of the 
Celeron chip at several computer stores alongside 
several Pentium Ms, I was tempted to buy it in keep- 
ing with the maxim: newer = better. Which is, of 
course, false. 

I decided to investigate the Celeron chip a little 
more before I bought it 

Looking through my recent copies of Byta and 
PC Computing 1 could not find much indicating what 
improvements Celeron had to offer. This applied to 
articles and advertisements. 

Am I correct in thinking that if the computer 
magazines remain silent about a product, they 
disapprove? 


Jeffrey Lamner 
business analyst 
Indus International Canada Inc. 

Richmond, B.C., 
jlemnBt&homs. com 


CCW BULLETIN BOARD ••••••••••••• 

Looking for a product, service or partner? Write to CCWBulletin Board, a 
ccw@tcp.C3, or fax: 1403) 262-7892. 

Letters To The Editor 

We welcome your letters on industry issues and concerns, as well as 
your comments on our magazine. 

We reserve the right to edit your contributions for length and clarity. 
Please write to The Editor, via a-mail at ccw®tcp.ca, or fax: 1604) 608- 


Grinning at the Celeron 



The June issue of CCW landed in my 'in-box' and I was reading through Alan Zisman'sTech Talk article 
on the Celeron (page 46). I have to admit Intel's Celeron "tactic" has me grinning. This is vintage Intel. It 
takes me back to the 486SX — remember that? 

Many 3B6s — especially AMD versions — outperformed the infamous "broken" Intel 486. Going back 
even farther into the distant past I remember the k6SX-16. This was the entry-level CPU that would get 
you up and running on the new Windows 3.1. We didn't do those, just as we will not "do the Celeron." 

What is even more intriguing about the Celeron roll-out is the problem the "case-less" Celeron 
cartridge is having fitting into Slot 1. Slot 1 was designed to hold a Pentium II that has a case. Because 
the case is removed to reduce production costs, it flops around in the slot 

I've seen reports that there will be a modified Slot 1 on the Celeron motherboards. Ah, two versions of 
the Slot 1? Ves, and e dead slot tool The performance of the Slot is not up to snuff. I expect that Slot 2 
due out this fall will get it right but talk about product confusion. Slot 2 P-2 cartridges wilt not work in 
Slot 1 systems. 

I ask, could Shakespeare do any better? cw 


Douglas Ballemy, 
Consultant 
BreakAway Business Solutions 
Courtenay, B.C. 
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The Perfect Balance 

e Series Monitors 


Samsung's e series monitors strike 
the perfect balance between 
affordability, premium quality 
and the advanced features 
your customers expect. 

Supported by a full 3-year 
warranty, the affordable e series 
features On-screen display, Plug 
and Play capability, a .28 dot pitch 
and INVAR shadow mask. 

Already the world leader 
in monitor sales and monitor 
performance, Samsung's e series 
demonstrates our commitment 
to value leadership at the entry level. 

The e series... 

Simply exceptional value. 
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Simply Samsung. 

www.samsungcanada.com 
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SAMSUNG'S e SERIES MONITORS DELIVER EXCEPTIONAL 
QUALITY AT AN EXTRAORDINARY PRICE 




Cabletron adds software unit 

|NB| — Cabletron bas jnveileb plans to 
launch a new software solutions and ser- 
vices organization. Terry Seymour, head 
of global sales and marketing forthe new 
software arm, described the rtew group 
as a 'vertical process" that will work 
alongside Cabletron's existing horizontal 
business units, as opposed to bemg 
erther a spin-off or a separate business 
unit, as rumored in the industry recently. 

Cabletron's new software organiza- 
tion will incorporate a separate, dedicat- 
ed sales force to be overseen by 
Seymour. Other elements will include 
engineering and operations staff, drawn 
in large measure from existing staff at 
Cabletron, along with expertise in profes- 
sions! services, to be obtained in part 
through partnerships with VARs, systems 
integrators and third-party vendors. 

Services to be offered will include 
systems integration, consulting and train- 
ing, he said. 



I After jusi 27 days, the 199B World Cup Web site reported one billion hits. Moreover, 
with 70 million hits on a single day (June 30), the site claimed to shatter all previous 
sporting records. 

I The official World Cup Web site — 

I hapy/www.france98.com — was designed and 
developed by EDS. Hits were received from 170 
countries around the globe, and fans from S3 
countries purchased merchandise from the World 
. Cup on-line store. The lop 10 countries in order of 
I shipment quentilies es of June 26 were: the U.S., 
the U.K., France, Japan, Canada, Brazil, Mexico. 

Hong Kong, Switzerland and Germany. 


Microsoft Corp. announced the breakup of a 
counterfeiting operation in Anaheim, Calif., 
just a few weeks after the launch of 
Windows 98. 

According to Microsoft, on July 8, Anaheim 
police arrested Donald Goldberg in a parking 
lot after he allegedly delivered more than 800 
copies of counterfeit Windows 98 to an 
Anaheim police officer in a previously 
arranged transaction. The suspects in this 
case allegedly took out ads in local sales pub- 
lications, using pagers to arrange locations for 


the delivery of the pirated software. 

Following the arrest of Goldberg, Microsoft 
said Anaheim police searched the business 
location of Auto-Scape Productions, seizing 
counterfeiting evidence regarding Microsoft, 
AdoPe, Syrnamec and Autodesk software. 
Goldberg was charged under Section 350 of i 
the California Penal Code; Theft of 
Trademarked or Copyrighted Material. Bail 
wassetatSI.OOO. 



The 

Desktop 

Replacement. 


Appla fiU* warranty fraud suit 


Apple Computer Inc. filed a fraud suit in 
the U.S. District Court in San Jose, Calif., 
against four companies previously 
authorized to provide warranty service 
and repairs on Apple hardware and peripher- 
al equipment. 

The suit contends that four former Apple 
Service Providers combined to defraud Apple 
of payment for service and repair work that was 
r performed, and for shipping replacemant 
parts based upon false claims. 

Apple's suit seeks to recover more than USS600.000 in 
money paid and parts shipped to these Service Providers 
based on falsa pretenses. The Service Providers named in the 
suit are: IRASYS, IRA Systems, Inc., Integrated Concepts 
Solutions and PC Systems Design Corp. Two individuals, Fred 
Ladjavardi and Sean Ledge, were also named as alleged prin- 
cipals of the defendant companies. 



Tech Data sells Macrotron AG to Ingram Micro 

Tech Data Corp. is selling its interest in the company's Munich-based sub- 
sidiary, Macrotron AG, to Santa Ana, Calif.-based Ingram Micro Inc. for about 
USSIQO million in cash. 

The sale, which is subject to regulatory approvals, board approval and 
other terms and conditions, was comingeni upon Tech Data completing its 
acquisition of a majority interest in Munich-based Computer 2000 AG. The 
planned sale of Macrotron AG to Ingram Micro was expected to he complet- 
ed by July 31. 


10 I CANADIAN COMPUTER WHOLESALER 


hftpyAvwwv.t 





Are you looking for 
the fastest and least 
expensive PC 7 

Then build your own with ABIT's 1 0OMhz 

BX6 Pentium’ II based motherboard with Data Buffers! 

I ABIT's BX6 includes the following :] 

• Soft Menu* II the new generation of 
Jumperless CPU auto-detection from 
the company that invented the 
Jumperless mainboard. Supports the 
Pentium® II 233MHz - 400MHz. 

• Write Protect Anti-Virus Function 
from Award's BIOS to protect the vital 
Boot sector of your hard drive. 

• Year 2000 ready and fully compliant. 

No worries here. 

• 6 chip data buffer solution recommended 
by Intel for increased Ram stability when 
using 4 DIMMs of SDRAM/8 Banks 
of memory. 

• Top quality 48 Pin clock generator to 
allow specialized functions such 
as 133Mhz and Infrared and USB 
peripheral support. 

• Top quality tantalum capacitors for 
increased long term reliability. 

• Hardware monitoring thanks to National 
Semiconductors LM79 chip which 
checks on system temperature, 
system voltage and system fan speed. 



Soft Menu II circuitry 


Check out more of the details at ABIT's web site at http://www.abit.com.tw 



ABIT Computer Corporation 
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E-Mail: seles@obit.ioin.tw 

ABIT Computer [USA] Corporation 

Tel: 1-510-623 0500 Fox: l-SIO-623-1092 
Web Sile:hnpy/wvM.obit-iiM.(om 
E-Mail: sal«@obit-usa,coin 
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Fax:(604)270448B 

E-Mail: resononls@<]iconi.cani 
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Markham, Ont.-based Network Associates is 
ottering tree copies of its security vulnera- 
bility aud't tool CyberCop Scanner, to 
resellers and consultants across Canada. 

The program will include tree training 
or the etfecbve use of CyberCop Scanner 
{formeriy called Ballista) to identity secu- 
rity weaknesses at customer sites. Once a 
customer's security requirements have 
been accurately determined, participating 
resellers will be able to otter Network 
Associates' suite of enterprise network secu- 
rity software solutions, called Net Tools Secure. 

Through this program, qualified consultants 
and resellers will be trained and authorized to u! 
CyberCop Scanner at no cost for SO days, to evaluate 
network vulnerability at client sites. 



CRT? 


is it time for an LCD monitor? Well, Sceptre 
Technologies Inc.'s new "Summer Trade-In 
Program' will let currerrt CRT users upgrade 
their unit to a 14.5-inch LCD flat panel. 

Until Sept. 30, customers can purchase 
an FTISflat panel monitor at an authorized 
dealer, provide proof of purchase to 
Sceptre, and then send In their current CRT 
monitor for a rebate. Actual rebate dollar 
amounts will vary depending on the moni- 
tor's make, age, and condition upon 
recaipL but most will range from SSO to 
S180, says Sceptre. 

The CRT monitor must be 17 inches or 
larger and in working condition. XCW 
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Eurone Technology (Canada) Inc. 
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'^1 tel (6(151273-9^ 888-335-9600 Fax (604) 273-9630 
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Windows 98; 


with that? 


• Microsoft Canada Co. says it is strengthening 
support for its value-added partners IVAPs) with 
the launch of the Direct Access Web site and the 
nationwide expansion of existing program ele- 
ments such as quarterly briefings, newsletters, 
training sessions and workshops. 

Microsoft Direct Access is designed to let 
resellers, consultants and other value-added 
service providers take advantage of opportuni- 
ties to increase revenue, better meet customers' 
needs, and stay on top of technology. 

The site {http:/Aivyvw.microsoft.com/canada/ 
directaccess) provides technical product infor- 
mation and resources, business development 
opportunity articles, sales materials and news 
highlights. 


The official introduction of Microsoft Windows 98 
in Canada on June 25 was a relatively low-key 
affair, especially when compared to the planetary 
scale ballyhoo that accompanied the launch of 
Windows 95 nearly three years earlier. 

There were some "Midnight Madness” events 
at various retail computer outlets after midnight, 
and PCs with Windows 98 preloaded were avail- 
able on some retail store shelves almost immedi- 
ately, but the immediate direct effect of Windows 
98 on PC sales numbers will be marginal. The 
latest version of Windows contains many new fea- 
tures and improvements over Windows 95, but this 
is not a revolutionary step for- 
ward. In practice, retailers will 
simply sell a high percentage 
of PCs wiOi Windows 99 SI 
tuted for Windows 95. For 


i 
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Awaiting Web-enabled pay phones? 

(MB) — Internet-enabled pay phones and terminals will be marketed ir 
India by Toronto-based King Products through a reseller agreemeni 
recently signed with HOM International Inc., said Anthony Siregar, King's 
vice-president fpr international business development 

The partnership with HDM will provide King with access to telec 
end corporate extranet customers in India, particularly in the two metropolitan cities of New I 
Delhi, India's capital, and Bombay, the country's major business centre. 

Siregar described the installations as "elegant,” saying they will be situated in public- I 
access environments such as airports and hotels and will provide instant Internet access to 
users via a "smart card" or "electronic purse." 

New Delhi and Bombay have access to large digital telephone ISDN (integrated services I 
digital network! networks, which are capable of carrying voice, data and Internet-based ser- 
vices such as videoconferencing, audio-enabled Internet and e-commerce transactions. 
Siregar said he expects 'a few thousand" installations in the two cities. 


(NB! — The Canadian Institute of Chartered 
Accountants (CICAI has released accounting and 
auditing guidelines on the Year 2000 issue, making 
Canada the first G7 country to require financial state- 
ment disclosures relating to Millennium Bug prepared- 

Michael H. Rayner, FCA, CICA president and mem- 
ber of Industry Canada's Task Force Veer 2000, said 
that under authority from the Canadian Accounting Standards Board, all companies, 
both public and private, are now required in their Financial statements to highlight the 
fact that they may experience problems relating to what is known as the V2K Bug, 
which is expected to create some computer failures as we enter the new millennium. 

"The Year 2000 issue poses an Immediate and significant challenge to businesses 
around the world. Through appropriate finencial statement disclosure, these new 
guidelines will ensure that the public investor is aware of the issue," Rayner said. 

The accounting guideline provides a balanced approach to disclosures about the i 
Year 2000 issue. It discusses the nature and extent of Y2K Information that an entity I 
should disclose, and the most appropriate vehicle for doing so. I 

Normally, there is a minimum requirement for financial statements to disclose the 
uncertainty arourtd the Y2K issue in future financial results. Such disclosure, normal- 
ly beyond the scope of financial statements, is required because of the pervasiveness 
of the Millennium Bug issue, its potential to cause significant systems failures, and the 
fact Unat it will impact all entities at approximately the same time. 

However, e more precise disclosure statement is required if management deter- 
mines that the entity's ability to continue is jeopardized because of non-compliance to 
Y2K. In that event financial statements must provide explicit disclosure of the prob- 

Reyner stressed that the requirement applies only to companies filing financial 
statements under the terms of the General Agreement on Trade and Teriff (GATT), but 
added that banks, stock exchanges and other financial institutions may soon also 
require similar disclosures. 
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resellers, there will likely be some upgrade busi- 
ness as owners of PCs currently running Windows 
95 spend aboutSIWto buy the upgrade version of 
Windows 93 (a full Windows 98 package costs 
about 3280), plus S89.9S to buy Windows Plus! 98, a 
utility and games supplement to the basic operat- 
ing system. However, Windows 98 is not likely to be 
adopted on a large scale by the business comput- 
ing community, who are still integrating Windows 
95 Into their operations in many cases, and who 
may prefer to jump to Windows NT in the future. 
The main markets for Windows 98, besides new 
computer buyers, are likely to be games and 
Internet enthusiasts, for whom Windows 98 
does offer significant benefits. 

The main opportunity for resellers in 
Windows 98 is more subtle: new software and 
hardware products are made possible or 
enhanced with Windows 98, plus ancillary prod- 
ucts and services such as Windows 98 books 
and training tapes. A significant number of new 
Universal Serial Bus (USB) products, including 
monitors, printers, mice, digital cameras, scan- 
ners and keyboards, are expected to be 
released this fall to take advantage of Windows 
98's support for USB. As well. 3D games, inter- 
active on-line services and interactive TV all 
benefit from new features present in Windows 98. 

Although Microsoft touts Windows 98's 
improved usability, there is apparenUy still a strong 
need tor help in figuring It out. In fact Windows 98 
has spawned its own little publishing Industry of 
"help" and "how-to" books. The market is now 
flooded with them. Prime Publishing 
ihttp://mm.prim3piJblishing.corn\ has released 
The Essential Windows 98 Book ($34.95), Learn 
Windows 98 in a Weekend 1327.95), and Windows 
98 Fast and Easy, (323.95). IDG Books 
\http-//iwww.idgbooks.com) has no fewer than 10 
Windows 98 titles available. 

Nell Froggatt, Canadian product marketing 
manager for Windows 98, stated 
that Microsoft expects the adoption 
rate of Windows 98 to parallel that 
of Windows 95, which was the 
fastest-selling software title in his- 
tory. The rapid development of a 
Windows 98 installed base in 
Canada will be the prerequisite for 
retailers to upsell customers on the 
cornucopia of new products due to 
appear in the next year and a half. 


Tech Data Canada Inc. says order-entry on the company Web 
site ihttp-y/www.techdata.com] is nowin full-scale operation. 

Productivity tools at Are site include a quote-building fea- 
ture to let resellers do on-line purchase planning (and save the 
informetion in the system for five daysl, plus a promotions fea- 
ture to facilitate selection of vendor pricing promodons, says 
the company. There is free ground shipping on all orders 
placed via the Web. 

Resellers can search Tech Data's 'electronic catalogue" 
using product type, product description, product category, 
manufacturer, manufacturerpart number. Tech Data part num- 
ber. product price or product status. Detailed technical spec- 
ifications are available on more than 25,000 products. liH 










Number One Monitor Warranty in Canada 
Number One Rated 21” Korean Monitor by PC World Magazine 


Number One Rated 17” Overall by NSTL 


When you buy a Visual Sensations™ or Avicron® monitor, 
it’s backed by the best support and warranty in Canada with the 


KDS Advanced Replacement 
Express Service. 



^IITlOU 




KARES eliminates factory returns and dealer swaps by letting 
customers call KDS directly If a Visual Sensations or Avitron ever needs 
service. KDS then rushes them a replacement by Purolator Air 
delivery, keeping their downdme to a minimum. KDS is the only monitor 

Resellers like It because It eliminates them from the post sales cycle. 

peace of mind. 

Of course, there are plenty of other reasons for 

choosing KDS. We have a complete line 
of 14-, IS., 17-, 19- and2l.inch monitors, our new line of 
Trinitron monitors - AviCron. plus LCD flat-panel display and 
touch-screen models. There’s one 
that’s designed and priced right for every application. 


no one supports 
you like KDS 

' does with KARES. 


DAIWA 


INGRAM 

800-668-3450 



(BOO) 361-2568 


GiraELU 

(800) 465-1616 (600) 637-4735 
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|THE tWDUSTRY 

I Column 

Hardball 
Season? 

It's blood sports when the major vendors play ball these days. 



Ill sports, as llic saying guts, "uinning isn't the inain 
tiling, it's the only thing." 

Yet even the driven competitiveness and 
Danvinian "survival of the riilesl" menlaliiy of pro 
sports pales in comparison to the computer industry. 
For resellers who've S|Tent years in the technology 
tienehes. some rather savage recent announcements, ol 
major brands' layoffs, lestrueturing. and plans for even greater 
automation in the nuunifaeturing. diaributing and reselling process 
will come as no surprise. 

The leehnology business is ruthless towards its own young, dri- 
\ ing litem mercilessly and occasionally ettting them or tibandoning 
them on the ntadside. June was a particularly cruel monlli. 

Compaq Canada gets more. ..Compact 

■nines can be hard even for those winning the ntce — at least for their 
employees and perhaps their business partners. Compaq Canada lite.. 
despite reconI sales and growth, announced the layoff ol 1.11)0 
Canadian employees, a full third of its payroll in this countiy Up to a 
fifth of the 2.21X) survivors will he laid off in the next few months, 
according to Peter Ciceri. Compaq Canada's president and managing 
director. The move is part of Compaq's gloltal integration of Digital 
Kquipment Corporation's worldwide operations into Compaq. 

Compaq Canada management had been very tight-lipped about 
the fate of Digital's extensive Canadian manufacturing operations in 
Kanata. Out., until they were ready to make the ehop. 

When the llrst axe blow fell on June .211. it was swift. Compaq's 
statements included phrases such as: "The layoff of employees lotlay 
is really the result of the merger and having excess capacity between 
Digital and Compaq..." and 'The merger is ahout growth and opportu- 
nity." iind "This is a new world." 

The New World 

The bottom line, though. is...lhe bottom line, fhe fact that Compaq is 
growing rapidly, and is highly profitahle doesn't mean than any 
employee's job is safe, in the global economic picture, whatever man- 
agement decides il should do to maximi/c the pmllts of its sharehold- 
ers is what will be done, regardless of local employee eonsiderations. 

If Compaq's restnicliiring of Digital's operations resulls in the 
complete shutdown of Digital's nniiuil'acuiring faeilitics in Canada, 
that will mean the loss of a hillion-dollar-a-year export business tmost 
of the Digital production from its Kanata plant was for cxpm t). Thai's 
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a big hit against the entire Canadian economy. The Kanata facility and 
its remaining 2111) or so employees will become a final assembly and 
shipping faciliiy for the Canadian market, according to Ciceri. 
Manufacturing operations, such as the creation of Alpha processor 
motherboards, will be moved to Scotland, which offers special iiivesi- 

Corel Bites the Bullet 

In a similar vein. Corel announecd a major bloodletting with the effec- 
tive elimination of its Utah WordPerfect operation and the loss of 52(1 
American jobs (a fraction of those losses will be offset by WordPerfect 
related Jobs created in Ottawa and Irelandl. 

Corel is continuing to lose market share and money. But lor those 
being laid ofl' in this latest sad chapter in WordPerl'ecfs deeline. the 
story is international takeovers, dow nsi/ing and good-bye jobs. 

Sympathy for the Devil 

About a week befoie these two events. Michael Dell, the founder of 
Dell Computer, had been in Toronto, announcing the runaway success 
of Dell's direct PC .sales model around the world, but especially here 
in Canada. Mention of the name Dell sends a chill up the .spine of 
many resellers, since the Dell sales mode! entirely eliminates the cus- 
tomary • middleman" in retail PC sales. Dell's success has made all the 
other PC name brands look at their channel strategies with a cold eye, 
searcliing for ways to further cut costs. 

Most major PC makers arc trying to Jump on the Internet com- 
merce bandwagon, but the dilemma they face is "channel confiicl.” How 
can Compaq, for example, offer the best discounted price on a PC at its 
Web site, without killing walk-in sales to its channel partner stores'.’ 
How can anyone eliminate the cost of a reseller ehunitel without elimi- 
nating the reseller'.’ Michael Dell is dismi.ssivcof hiseompetitors' hybrid 
"build to order" programs that are part direct sales, part retail sales. 

It's ironic that the most characteristic feiiiures of llie compaicr age 

electronic tmancial, database and inventory systems, e-commerce, 

rapid innovation and obsoleseenee. Intcrnel-orienicd marketing and 
selling — seem to bite hardest at the people who create and sell com- 
puter technology. It may not he fair, but dial's the way the business 
vs'orks. Those who want to survive will have to pay ailcniion to the per- 
ils and the opportunities of a rapidly shilling reselling landscape. CIVI 

Jrjf Iwiiiis is Associalf lulilnr nfCiiiuulUm CniiipiiWr Wholesaler. He 
eon be reoehed ,nje[f<Pd.vo>,.eom. 
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Motherboards with New Intel BX Chipset 
Are Award Winners 


Brand Names 

Iwfll 



> Are Also Award Winn 


"Sest Performance' ■ Spain PC Plus Magazine 'Gold Pentium II 233 - PC World Magazinr 

1^ "Gold Prize' - Spain PC Plus Magazine "Best Quality" • Spain PC Plus Magazine 
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Motherboard 
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CCW Award VUtnner 

Comdex/Canads was also an 
opportunity for the winners of 
Canadian Computer Whclesalar's 
Technical Excellence Awards for 
Canadians to pick up their 
awards. (Please see CCW July, 
page 20, for details.) Congratu- 
lations again, to all our worthy 
winners. 

Here, Eurocom Carp, 
president Mark Bialic 
hams it up with Canada 
Computer Paper Inc. 
publisher David Ritter. 

Bialic's strategy for 
success: 'Yesterday is 
past. Today is past Think 
about tomorrow." 


B" 


ig tradeshows tend to be a great linie to catch up 
with customers and colleagues, while catching a 
glimpse of future technologies and products, 
Certainly July's Comdex/Canada in Toronto was no 
exception, as more than 60,000 resellers and computer 
professionals turned out at the show. 

There weren'i many Earth-shatter- 
ing surprise announcements, but the 
. latest ntsh of products on display were 
typically better, smaller and faster, with 
notable usability enhancements. At that 
show, the editors of Canadian 
Compuier Wholesaler magazine and 
Canada Compuier Paper Inc. got 
together to hand out “Innovation" 
awards. Those went to: 

• Panasonic's LF>D10I inlernul DVD-RAM drive, 
which can write 5.2GB or 2.6GB of data. Suggested 
retail price is $1,149, and the media costs $59 for 



Microsoft Canada Co., as part of 
its Galileo awards ceramory, 
recognized these three partners, 
during Comdex/Canada. Ron Hu, 
president of Inly Systems 
International Ltd., received the 
Microsoft Canada Northern 
Lights Awards for his leadership 
on the anti-pirscy front David 
Neil, president of Neil The 
Computer Store won the 199B 
Galileo Award in the Small Chain 
Category. Mike 
Gardner, president 
of CompuSmart 
Canada, picked up 
the prize in both 
the Large Chain 
Category and the 
Single Store 
Category. Stores 

were judged on MicrasofrsGalileo, 
such attributes as: 
professional staff, knowledge- 
able staff, hours of operation. 
customerservicB, productselec- 
tion, store ambiance and the 
overall shopping experience. 



5.2GB. or $.R5 for 2.6GB. 

Oracle Lite, for il.s USS90 3Com Palm version which 
goes into beta in August {as the Conduit Development 
Kit), allowing users to synchronize data on iheir Palm 
products with corporate Oracle databases. 

Ep.son’s Photo 700 printer, which retails for $399, 
offering 1.400 by 720 dpi printing: for high-quality 
color photos, while also handling home or small 
office black priming needs. The Epson camera 
will also connect directly to the printer. 

* Creative Lab's SoundBlaster Live 
audio card, for $300. which demon- 
strates the company's new “environ- 
mental audio" technology. It incorpo- 
rates the EMU I OK I audio processor 
and recreates sounds, simulating 
different sources and 
acoustics, providing audio 
cues for distance, room size 
and reverberation. 

• Pelican Inc.'s Invisible 
LCD screen on Sceptre 
OEMed notebooks. The screen 
is basically blank to the pas.serby, 
unless viewed through special eye- 
Ls.ses calibrated to that machine. (No. 
m’t view your neighbor’s compuier. 


even if you both have Pelican systems.) The “invisi- 
ble" feature adds about $350 to a $3,000 notebook. 
The glasses are also available in prescription ver- 
sions. The company is aiming the technology (which 
garnered significant attention at ihe show) at security- 
conscious market segments, such as government. 
Using a special “film." the notebook cun also be con- 
verted back to a regular view. 

' The Panasonic ToughBook 71. The company was 
performing drop-tests on its line of ruggedized 
ToughBook notebooks, which are enca.sed in magne- 
sium alloy and incorporate gel around components 
like the hard drive for added shock-protection. The 
266MHz Pentium 11 -based ToughBook 71 has a street 
price of S4.999. 

The latest digital camera from FujiFilm — the 
MX-7()0, is one of the tiniest consumer cameras. It is 
truly shirt-pocket-sized, and weighs only a few 
ounces. It’s extremely easy to u.se, with a dial-shaped 
mode selection wheel that is very simple and intu- 
itive. It also offers high resolutions of up to 1.5 mil- 
lion pixels (1.280 by 1.024 pixels), for $949. (Note: 
the camera has limited battery life if the user runs it 
from its inlemal batteries, especially if you use the 
Iwo-inch color LCD video preview screen. Also, lo 
.store large numbers of pictures, extra memory cards 
are needed, pushing the cost of the system well over 
the $I,(KX) mark.) The liny wafer-thin memory cards 
can slide into an innovative floppy-disk-like case, and 
be read via a computer's lloppy drive. 

Thc Olympus DIOOO digital voice recorder now 
tomes equipped with a customized version of 
ViaVoice. Thai means users can record memos or 
meetings and then download that data into a computer 
where it is processed and translated to text, ttw 


18 I CANADIAN COWPUTtRWHOtSSAl.EI! Au9iist 






Column 




At the Comdex/Cuiiiida iradeshow in 
Toronto, the editors of Canadian 
Compnier Wholesaler and Canada 
Computer Paper Inc, convened to 
award a select group of products our 
(hopefully) prestigious Innovation 
'98 Technical Excellence awards. 

1 want to discuss some of the 
details of what it takes to be innovative in multimedia 
audio and high-capacity storage this year. The Creative 
Labs SoundBlaster Live, announced back at 
Fail/Comdex in Las Vegas, exploits (better than any pre- 
vious Creative Labs product) the audio hardware exper- 
tise the company bought when it acquired E-mu 
Systems Inc. back in February 1993. and Ensoniq Corp, 
this past January. Both E-mu and Ensoniq still hold 
important positions in the pro music market-place with 
their dedicated synthesizers and sampler modules and 
keyboards. 

Sound Blaster Live, which should ship in 
September, does away with the “eight-bit playback/ 
16-bit record" limitations of the AWE64’,s "full duplex” 
operation, which kept it from effectively addressing the 
home and prosumer musician markets. As well, the 
company says the waveforms generated by the system’s 
EMUIOKI digital signal processor are ideally suited for 
speech recognition. At this writing, a bundling deal that 
would see the curd — PCI. by the way — bundled with 
continuous-speech recognition software seems likely. 
But who are we kidding? Gamers are destined to buy the 
lion's share of this card's prodigious pn>duction run. 
fueled by the company's dominant market-share (the 
company's multimedia/sound boards are found in an 
estimated 60 per cent of systems sold to date) and the 
allure of what the company calls "Environmental 
Audio." Unlike some competing 3-D audio specifica- 
tions that operate on the principle known as HRTF 
(head-related transfer function) — in essence, an audio 
model of a dummy’s head with microphones in its ears 
— Creative's system exploits yet another of its recent 
acquisitions, the high-quality speakers from Cambridge 
Soundworks. In other words, the company is hoping that 
a system with more than two speakers (up to five plus a 
subwoofer in the case of Dolby Digital 5.1. the .standard 
for DVD) will soon become the norm. Even if it does- 


n't. support in games is likely to catch on as games 
developers take advantage of the company's 
Environmental Audio Extensions application program- 
ming interface to develop games that exploit the sys- 
tem's acoustic modeling extensions to Microsoft'.s 
DirectX/DireclSound- 

Although space doesn't permit a full description 
here (see hlip://www.soundhIasier.com). the results 
sound us if they originate from different sources, com- 
plete with the acoustics — such as reverberation — 
associated with a specific room, chamber, cave, tunnel 
or pit of doom. Customers may or may not care that the 
DSP cranks out 1,000 MIPS of raw proce.ssing power, 
but it certainly demos well. (Combine it with a Voodoo2 
graphics subsystem, a few good games and watch out!) 
This wholly deserves our technical excellence plaudit.s. 

Indeed, Creative Labs is making hay with its DVD 
drives, as well- Market analysts report the company's 
PC-DVD drives now account for 60 per cent of all units 
sold to date, and the aggressive S699 price on its newest 
DVD-RAM (rewriteable) drive — including an Adaptec 
AVA29021 SCSI-2 Adapter Card — seems destined to 
further beef up those numbers. 

However, we elected to vote for Panasonic's some- 
what more expensive DVD-RAM drive as our Technical 
Excellence choice. Why? One word: Innovation. 
Panasonic owns 620 patents in Japan for its RVD-RAM 
drive (in Canada, the U.S. and other countries. 120 
patents have either been granted or are pending 
approval). Interestingly, when we checked Creative 
Labs' Web site for the specs on its DVD-RAM drive, it 
implied that it could only write DVD-RAM Type 1, In 
fact, the company’s engineers assure us that it. like the 
Panasonic unit, can also write Type 2 (removable disk) 
2-6GB DVD-RAM and dual-phase PD disks. Both units 
read standard DVD-ROM disks at 2X speeds 
(2.770KB/sec-) and record up to 5-2GB at IX speeds 
(1.385 KB/sec.). Panasonic says its forthcoming 4X 
DVD-ROM drives (due fhi.s fall) will be able to read 
these Type 2 disks directly. We expect most other man- 
ufacturers to follow suit. CM 

Graeme Beiineil is Editorial Director at Canada 
Computer Paper Inc. He can be reached at 
graeme^tcp.ca. 


DVD-RAM 
Supported Media 


HeatW f ii H i . 

DVD-RAM; 

PD disks 

(PO is the term commonly 
used to describe Phase 
Change Rewriteable Optical 
Disk Drives) 


DVD-ROM, 
DVD-R, 
DVD-Video, 
Video CD, 
CD-ROM/XA, 
Audio CD, 
CD-RW, 
CD-R, 

PD 


Writ* diflk tarmata: 

5.2GB DVD-RAM Type 1, 
2.6G8 DVD-RAM Type 2, 
650MB PD 


5.26B disks (the equivalent of 
3,811 floppy disks) run about 
S59: a 2.6GB disk is about $35. 
7)1088 looking for economical 
storage will love the cost per 
megabyte of storage on these 
babies: about one cert. Get 
ready to say goodbye to CD-R! 


Web Unka: 

Creative Labs DVD-RAM: 

htip://www.saundblaster.com/ 

mmuk/dvdram/ 

Environmental Audio: 

http://www.saundblaster.com/ 

eaudio/ 

Panasonic DVD-RAM: 
http://www.panasonlc.ca/ 
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Xerox’s new Multilingual Suite line of j 
products, has just been introduced to | 
the market, and was the result of | 
research at XRCE. It currenUv SUD- 
ports English, French, Dutch, German, 
Italian Portuguese and Spanish, 

• Multilingual Assistant IUSST60) is a 
dictionary that is used with an elec- 
tronic document, such as a product 
manual, and the user can look up 
possible definitions of words and 
phrases in order of likelihood. This 
could be used , for example, by peo- 
ple In other countries who have a 
basic knowledge of English. 

• Multilingual Memory Manager 
(USS24,0I)0 for the server product, 
and USS4.CI00 for the Multilingual 
Memory Workbench), is an aid for j 
corporate translalors. It accesses a 
database of already-translated 
work and finds previously translat- 
ed sentences and phrases, to save 
time and effort by up to 60 per cent, 
Xerox says. 

• Term Finder IUSS24,000) lets compa- 

nies build a central repository of I 
terms and translations. i 

• Term Checker makes sura authors 
(of manuals, for instance) are using 
corporate-approved terms for prod- 
ucts and parts. That will make it 

easier for both comprehension and ; 
future transtation. tto ’ 



the Paperless Office is a Myth, and Other Xerox Research 


^ Why is the paperless office a myth? 

That's something Xerox Coip.. known for its photocopiers) and printers, has a vested inter- 
est m understanding. Indeed, as a ventable hasliun of printing and paper-handling exper- 
tise, the company is interested in all aspects of Ihe future of paper. 
i^_— _r The papcries.s office has always been a myth, and it's always going to be a myth. Bui 

why''" queried Bob Anderson, director of Xerox Research Centre Europe (XRCE)’s 
Cambridge Lab- To answer that question. XRCE studies what it calls "the affordances of 
paper." Those are basically the qualities and possibilities associated with paper, including the 
I ability to write on it. read it. tilt it on an angle, fold it. and put it in a pocket. 

I Anderson said Xerox's field studies show lhat typical paper-based activities in corporations include: 
creating diK-uments, thinking and planning, reading for understanding, reviewing documents. coHabora- 
live activities and document delivery. People want to put paper reports "into the hands" of others. "Paper 
plays a vital role in ihe nluul of exchange." 

! Anderson said ifte problem with reading on-line documeni.s has to do with the luck of ability to slick 
Iheir fingers in ihe "pages” and make cross-references. Yel, the use of paper is changing. He said paper 
is increasingly less imporlani for such applications as search and retrieval, long-iemi storage of docu- 
menls. analysis and archiving of data, and large-scale dissemination and transmission of documents. 

Anderson predicts digital cameras will become increasing popular on desktops and in the near luiure 
will commonly act as scanning devices for paper documents 

; In California. Xerox PARC is working on alternative types ol' paper and new uses for the medium. 

For example, a technology called "data glyph.s” sees images on paper made up of liny symbols virtually 
imperceptible lo the naked eye. The concept is similar ui a barcode, but allowing tor the transmission of 
a great deal more data. That means researchers can embed large amounts of inforniution in a plioto or 
logo, for example. When the document is scanned, .software translates the glyph to text on-screen. 

I A variaintn on the concept is "digital watermarking" which can be applied lo photographs, for exam- 
ple. That watermark could contain copyright information aiwut an image, that wouldn't be lost, even in 
subsequent copies. 

I According ui Christer Femstriim. ciwrdination technologies area manager for Xerox, the company 
thinks ol documents as "containers with conieni." And he defined "knowledge management" as: "A coor- 
dinated effort to give organizations the ability to caplure. create, manipulate, maintain and exchange 
structured and unstructured knowledge.” Moreover, knowledge maniigemeni involves creating and niain- 
laining a "working and learning environment that fosters the continuous creation, aggregation, 
use and reuse of both orguni/alional and personal knowledge," he said. 

Xen)x has a number of research projects underway on this front, including Knowledge j 
Brokers, which will perform sophisticated queries on selected inlormation sources on the , 

Internet and corporate intranet. Text Mining processes the text, discarding irrelevant words i 
such as common nouns, and classifies text, according to genre and subject. Meanwhile, anoth- 
er research project — "Knowledge Pump" involves evaluations and recommendations Irom a 
peer group on information sources. Xerox is currently running a test within its own facility in 
Grenoble, where coworicers share, evaluate and rank shared information. The eventual idea is 
a marketable product that would see groups on the Iniemel or intranet paying for information, r 
but being encouraged by "rebates" depending on their level of participation, and moreover on 
how useful they found ihul information. The system has mielligence built in. and will "offer -why is iht wperiess 
more of the lype of information the user indicates is useful, and will display recommendations otticeamyiii’' | 
from people the user ha.s agreed with in the past. 

Other knowledge management technology derived from Xerox research includes the Hyperbolic 
Tree from a Xerox company called Inxighl Software. It involves sophisticated mapping out of data 
sources, allowing for visualization ol that data. Of note, that technology is included, for example, in the 
Web view of SofiQuad's HolMeial Pro. Evaluation copies of Ihe product are available from Inxighl. m 
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SUPI 
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IRB! 




Wherever you decide to draw the line, you car 
be confident that what you get is superb! 

Certainly White Knight stocks great quality 
products, that can carry themselves in the 
marketplace with their aggressive pricing anc 
support. 

But what makes these products completely 
superb is the fact that they 



ARMOUR AR30<4 


White Knight Distributing's ARMOUR Systems 
boast only the latest and the most reliable 
components including Intel Pentium proces- 
sors. All ARMOUR Systems are backed with 
our 3 Year Parts and Labour Warranty and are 
CSA approved. 



105-3760 Jacomns Rd., Rlcfimond. BC V6V 1 Y6 
Tel: {6W) 279-9908 Fax:(604)279-9902 
Toll: 1-800-668-6188 






Home networking may be 
your next big opportunity. 

At lea.st, that's the hope 
of a group of companies that 
came together in June to 
form the Home Phoneline 
Networking Alliance or 
HomePNA. By the end of this year. 
HomePNA wants to have products available 
that will create an Ethernet network out of a 
home's existing telephone wiring. 

Founding members include AMD, Intel. 
3Com AT&T Wireless. Lucent Technologies. 
Rockwell Semiconductor, Epigram. Tut 
Systems. Compaq, Hewlett-Packard and 
IBM. Initially the group has adopted a system 
called HoineRun, developed by Tut Systems, 
that allows IMbps transmission .speeds. 

The group says it will publish and pro- 
mote Tut's work as an open specifi- 
cation later this year. And AMD 
announced it would be developing a 
single-chip implementation of the 
specification. According to AMD. 
this produci could be integraled into 
motherboards, network interface 
cards or consumer electronics 

However, 1Mbps is just the starting point. 
The group expects that 10Mbps could be avail- 
able by mid-1999, and it also says lOOMbps is 
achievable. For example, the group slates that 
Epigram has a patent-pending technology that 
defines a .scaleable Ethernet that would initial- 
ly operate at lOMbps but could scale up to the 
lOOMbps range. 

Piggy-backing data signals onto existing 
home wiring isn't new. Past schemes have 
used phone or electrical wiring as the cabling 
by which, for example, a computer could 
send data to a printer across the room without 
the need for the usual printer cable. 
HomePNA's .solution is ba-sed on sharing the 
telephone line using a .system called 


Frequency Division Multiplexing, or FDM. 
FDM assigns unique frequency bands to the 
services sharing the wire. 

The regular telephone services uses a 
range of approximately 20Hz to 3.4KH7.. 
ADSL and other "xDSL" .services will oper- 
ate in the 25KHz to l.lMHz range, while the 
Home Phoneline system will use a frequency 
range above 2MHz, For example. Tut is using 
the S.SMHz to 9.5MHz range for its IMbps 
system. 

Creating reliable lOMbps Ethernet with- 
in the loose wiring structure of a household 
phone system isn't a walk in the park, the 
HomePNA points out. 

This is not Category 5 wiring. For exam- 
ple. phone.s a.s well as other appliances in ihe 
home can add noise to the phone line. The 
phone line branching — and with it the net- 


A simple home networking system could also 
drive the market for house automation devices, 
where a connection to the central computer 
would be as close as the nearest phone jack. 


work wiring — would change whenever any- 
one perfonned the simple task of plugging in 
another phone or fax machine. And if someone 
picked up a phone to make a call, the data 
transmission characteristics of the phone 
wiring would change. 

Still, the group is bullish ihal it can 
overcome these obstacles to meet the 
demand.s of what it sees as a huge market. It 
says there are already IS million U.S. homes 
that have more than one computer, and that is 
growing by 30 per cent a year. Moreover, the 
number of other connectable devices — set- 
top boxes or Internet computers, for example 
— is also supposed to grow rapidly over the 
next five years, creating a demand for .some 


way to connect and communicate among 
devices in a home setting. The alliance e.sti- 
mates that by the year 2002, 15.3 million 
households in the U.S. alone will depend on 
some kind of in-home networking to connect 
multiple PCs or indeed, PCs to other elec- 
tronic devices. 

Initially, however, the alliance predicts 
the main demand for home networking will be 
driven by the desire for simultaneous access 
to the Inlemel for more than one family mem- 
ber. And. just as in the business environment, 
networking will be demanded for file and 
peripheral sharing. Kids would be able to play 
multi-player games over such a network, 
either on networked computers within the 
same home or out over the Internet. A simple 
home networking system could also drive the 
market for house automation devices, where a 
connection to the central comput- 
er would be as close as die nearest 
phone jack. 

The first products will likely 
take the form of multi-mode 
modems and Eihemei controller 
cards and chips. Eventually the 
alliance would like to sec Home 
Phoneline Elhernel technology 
a range of devices, from PCs to 
Internet appliances. It sug- 


included it 
digital TV .se 
gesls that network interfaces could be includ- 
ed at little addilional cost on common con- 
sumer peripherals like printers. 

Of course, HomePNA isn't the only 
group zeroing in on fast connectivity for the 
home. A recent news report from Tokyo slat- 
ed that JVC and the Japan's Ministry of 
International Trade and Industry (MITI) are 
working on a 2{)0Mbps infrared networking 
system for the home. 

Contact; hllp:/Avww.homepnu.oin. CM 


David Tanaka i. 


Edilrir of The Computer 
reached at davidtS’tcp.ca. 
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Already Know 


by Peter Wnicluik 


W lii.'ii miisi dfvtiiopers go shopping for Ick>Is Ihcy wani lo huy 
a brand name. They use wlial their peers use. And. inercas- 
ingly. developers are wrorking on iiilrasirueiiire eotle. 

But. according to users and analysis, developers aiv iu>i lliat loyal 
to any one vendor. Moreover, .Sun Microsystem’s lOO'/f Piia- Java nil- 
lying cry has not taken hold of iheir hearts and minds. 

Conirary to common business wisdom, which says companies 
must dirferenliaie ihcinsclves — coders niosi often select tools dial 
Iheir friends and competiiors use. This allows ihem lo draw on a larg- 
er knowledge base and also ensures ihai, when they need lo hire. Ihere 
will be experienced cixJers available. 

According lo Karen Boucher, a vice-president at The Blandish 
Group Iniernational Inc. in Dennis, Mass., ihere are two primary crilc- 
ria used when scleeling adeveliipmcni iiml. "One is market share, the 
other is how well the product fits yoiii application (goals). But the 
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overritling one is market share. Companies want to use a tool every- 
one else is using. They feel that if ail their competitors are u.sing it. 
then they have lo u.sc it too." 

Buying a popular tool also ensures firms can f nd knowledgeable 
siaff. “Companies donT want lo buy a tiwl that no one knows how to 
use, because one of the major problems IS shops have is fnding tal- 
ented people." Boucher said. “So if they go with a no-name company 
how many people arc they going to find?" 

"Fond, for example, has some good numbers, but if you're u large 
company, how many knowledgeable Forte developers can you get? 
'I'hiiTs a huge consideration." 

Buying popular tools also lies developers into a larger communi- 
ty of those who can answer technical questions, according to Rob 
•Schicck. president of MER Systems Inc., a client/server development 
tinn in 'Ibninto. "H a lot of people use u tool, there is always someone 
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oul there who has pushed the operating envelope with the tool and 
can tell you about it." he said. 'That means the information is always 
out there to be found. For example, with Borland’.s MIDAS technol- 
ogy. in Version 1.0 there were a few issues and I can tell you what 
they all are. what the bugs are, and how to get around aJi of them." 

A large user community also helps vendors improve their tools. 
Schieck said. ’The more people who use a product, the more people 
w'ill find bugs and more will get reported back to the vendor and 
more gels fixed and the product becomes better." 

Familiarity 

Typical developers, standing in front of a rack of software with cash 
in hand, will buy what they already have. That means someone who 
uses Microsoft's Visual C-H- 4.0 will probably buy Visual C-h- 5.0 
when it's lime to upgrade. "It's an easy sell to .sell people what they 
already have. Familiarity is veo* important." said Greg Micheiti, 
president of sy.siems integrator Micheui & Associates Inc. in 
Edmonton. 

Given a compelling reason, however, Micheiti will quickly 
jump to another vendor, even though he has invested a lot of train- 
ing dollars in the Microsoft tools his staff uses. "Rule number one 
here is to never fall in love wills software," lie said. "We know the 
Microsoft stuff well, bui if something else looks good — like 
Delphi, like VisualAge. like Visual C®>fif — we'll look." he said. 
"This business change.s every week and you have to cominually 
reinvent yourself." 

But according to MER's Schieck. reducing upgrade training 
co.sis and downtime by sticking with the famil- 
iar is important, especially for smaller devel- 
opment shops. "When you're a laige systems 
house, the cost of exploring Symantec's Visual 
C(»K versus Micro.soft's Java product versus 
IBM's product versus Borland's product is a 
drop in the bucket. You can assign a full-time 
body to look at those for six months and it 
won't have a huge impact on your bottom 
line." he said. 

"But when you're a small development 
house — and I'm small — the cost of chang- 
ing tools is high. If it itikes me three or four 
person-months to got reasonably proficient in 
a tool, that's time when I'm not generating revenue. So changing 
tools is expensive and you lend to use what you already know." 
Schieck said. 

Out in Front 

Walking away from the cash register, most client/server and Web 
developers are carrying Micro.sofi in their shopping bags, according 
to numbers from the vendivr. 

Norbert Mika, mtu-keiing manager for development tools at 
Microsoft Canada Co. in Mississauga. Oni., said his company is 
more than simply leading the pack — it is far out in front. 

Mika said among North American Rapid Application 
Development coders, over 80 per cent are using Visual Basic, with 
the next closest competitor, Borland's Delphi, far behind at 17 per 
cent. Amongst C-h- users. Microsoft's Visual C+-s comes in with 80 
percent usage rates. Visual liUerDev is used by 52 per cent of enter- 


prise Web developers and Visual J-I-+ is used by 35 per cent of North 
American Java programmers. 

Those numbers are impressive, even if they are not completely 
accurate, according to The Siandish Group's Boucher. For example, 
a Microsoft press release from February. 1998 claims Microsoft's 
Visual Studio box set has “penetrated over9l) percent of the Fortune 
1 .000 market," a figure Boucher calls a “serious overeslimation." 

But whatever the number, Boucher said Microsoft has domi- 
nance in mindshare and clearly leads the RAD market. 

One Box Fits All 

According to Microsoft's Mika, one reason for the vendor's success 
is its decision to ofl'er five core tools — Vi.sual Basic, Visual J++, 
Visual C+-t-. Visual InierDev and Visual FoxPro — in the one-box 
Visual Studio package. "There is a trend towards developers using 
more than one tool, If you look at the complexity that developers arc 
developing for. it ranges from a CE device to a desktop computer to 
a client/server application, to enterprise applications and all the way 
to Web applications." Mika said. 

He said that multi-architecture reality means the average com- 
pany uses at least two different tools internally. 

Price is also a factor. According to Mika, with the exception of 
Visual J-H-, it is cheaper for a developer to buy the Visual Studio 
package than to buy any two of the tools individually. 

That approach refiects a general industry direction. Boucher 
said, which will eventually result in fully integrated tool sets which 
shtue a common interface and development methodologies. "There is 
a trend towards integrated tools, towards let- 
ting developers work together." she said. "In 
other words, having tools for Java program- 
mers. UKils for Cobol programmers, tools for 
C-f-s programmers, but then having them work 
together so that eventually it won't matter that 
different groups of programmers throughout 
the company use different languages, because 
they'll all be able to share their code." 

Tlial sounds good to Micheiti, but he has 
yet to experience it. “If someone said they had 
one-stop-shopping, that would appeal to me 
but I'd have to see it to believe it." 

Infrastructure Work 

But what arc coders working on with all these tools? 

Inereasingly. back-end issues am coining to the fore, with 
developers striving to improve the ties between the tiers, "Most of 
the money being spent on new applications is actually spent on the 
server side," Boucher said. "Of tOO applications we looked at, 70 per 
cent of iliciii were inl'rasiniciurc code, so most of the money is not 
spent on making the screen look nice: it's on the back end, bringing 
systems together, getting data from multiple sources, and issues like 
security and availability." 

This trend has only kicked in over the last year, she said, as peo- 
ple started to liwk beyond aiiraeiive user interfaces, "We went 
through a two-tier client/server stage where people were interested in 
GUIs, but then suddenly people realized the applications looked nice 
but lliey weren't performing a.s well as the old applications did — 
there's a fancy screen, but the applications can't talk to each other. 
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“So now we're seeing a shift; people aa> 
taking a belter look at the infrastructure. They 
still develop the snazzy screen.s but they want to 
make sure the back end is taken care of first," 

MER's Schieck has also spotted this trend, 
but he points out that vendors have yet to deliver 
high-quality, modern tools for building robust 
three-tier architectures. “Three-tier tools in gen- 
eral are the equivalent of using a standard C com- 
piler to write Windows 3.0 applications," he said. 

“When you want to write an application that uses 
RMI or CORBA or even DCOM, you have to 
write a lot of code to make it do anything, 
because they haven't built the tools to make it 
really .simple yet," 

He added: “I think that there arc going to be 
big changes in that over the next six months, so 
that when you build enterprise three-tier applica- 
tions the tools will be closer to what you see in 
(the visual) tools today." 

The Vendor Picture 

The vendors who prollt from that trend, accord- 
ing to the SlandLsh Group's Boucher, will be Inpriss/Boriarid Delphi 3 

those which offer easy-to-use infrastructure 
products. "Developers arc saying, ‘This middleware stuff sounds 
great, this infra.structure sfulT sounds great, but I have a lot of other 
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things to learn, so make it ea-sy for me.'" 

She added; “So the products are going to 
be differentiated by how easy it is to bring them 
in and use them, and looking at the players in 
the maricei to see who can make it easy, you see 
Microsoft with MTS, which is much easier to 
use than a traditional TP monitor; BEA can cre- 
ate a great middleware product but they're not 
good at creating easy-to-use tools; and IBM, 
which has some great tools but you have to 
spend a lot of time learning to use them." 

She also pointed to Oracle Corp., with its 
Network Computing Architecture, as a future 
player in this market. 

The company formerly known as Borland 
has taken this trend to heart, using the catch- 
phrase “Integrating the Enterprise" as the basis 
of its new name: Inprise Corp. Boucher said 
Inprise may have a bright future: “Borland has 
always created tcx>ls developers have liked, so 
they can be successful.” 

Being Pure 

But while ease of use and familiarity are val- 
ued, following Sun's 100% Pure Java edict is 
not. Data from The Standish Group shows that 6.4 per cent of devel- 
opers plan to use pure Java and 6.5 per cent will go with Windows-spe- 
cific Java. 

"Java itself is important, but what isn't important is the discussion 
around pure Java and what we call MS-Java. It's evenly split as to 
which one developers want to use,” Boucher said. “Not too many users 
are choosing their development tools based on whether they supports 
pure Java or not.” 

Micheiii is one of those. "1 don’t care at all. I understand Sun's 
desire (to have 100% Pure Java) and I like Sun a lot, but whether it’s 
100 per cent pure or 90 percent pure is totally irrelevant." 

MER's Schieck, however, is increasingly writing enterprise-wide 
applications, and purity matters in those environments. "I care, 
because I'm moving more and more towards working for people 
who... have a couple of Unix boxes, an MVS machine and the data 
somewhere else, and they want to get at it from almost anything. If you 
go without 100% Pure Java the issue is you are building things that 
only run in a Wintel world and that’s a problem. 

"So my personal opinion is 100% Pure Java is extremely impor- 
tant," Schieck said. 

Tool Confusion 

The Java battles, the various languages and numerous competing ven- 
dors mean application developers are faced with a huge range of 
choices. 

"It is getting really difficull to keep track of all the different 
streams that are going on out there." Micheiii said. "It's gelling 
tougher because there are a lot of good products tmd a lot of variations 
on a theme, like the HP version of Java or Microsoft’s or Sun's. For 
example, we've hardly looked at some of llie Borland stuff lately." 

"A lot of them are pretty good but we just don’t have the time.” 
But the last thing Micheiii wants is for vendors to slow the pace of 
innovation. "We’ll just have to work harder to keep up.” Cffl 

Peter Woichak is a Toronto-based journalist who specializes in 
high-technology reporting. 
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Totally new 

Visual 

lacks documentation 


dBase 7.0 


by John Hciinin 

You may have noticed thai Borland International recently changed its 
corporate name to Inprise. At the .same time, the company’s new 
upgrade to the venerable dBase database application development 
product has changed just about everything but the name. 

With the current relea.se of Visual dBase 7.0. Borland has attempted 
to reach the hundreds of thousands of application developers who learned 
their trade pounding out dBase code in the ‘80s. tind the millions of busi- 
nesses which are still using those EKDS-based "legacy" applications. 

Event-Driven Programming 

Visual dBase follows the example of Visual Basic and other “Visual" 
development packages, which allow the user to place controls such as 
push buttons and check boxes on a form by dragging the control from 
a tool palette over to the form. Once the control is placed on the form, 
the user may customize its properties by simply clicking choices on a 
properties palette. No programming is required until the point at which 
the form must be told what to do when the button is pressed or the 
check box is checked. This is called eveni-driven programming. 

For example, you may have a button labeled "Close" on your form. 
When you click the Close button you are initialing an event. 
Programming the form to correctly respond to events is easily achieved 
in Visual dBase 7.0 by selecting an event on the "Events" palette. In this 
example, we would select the "onCIick" event. When we do this, the 
source-code editor opens up with the skeleton program pre-written. All 
that is required in this ca.se is to insert a single line of code: forntxIoseO 

Now, when the user of the finished applica- 
tion presses the Close button, the form will close 
as expected. Of course, more complicated 
events will require more programming — per- 
haps hundreds or thousands of lines. 

Visual Tools 

Visual dBase 7.0 is shipped with a generous sup- 
ply of tools to make visual programming ea.sicr. 

Along with check boxes, push buttons and list 
boxes, there are image, graph, spreadsheet, spell 
checker and dozens of other custom controls that 
really do make visual programming fun and rel- 
atively ea.sy. The variety of tools is better than 
Visual Basic 5.0 and. like Visual Basic, there are hundreds of freeware 
and shareware custom controls avuilable on the Web that can be down- 
loaded and added to a components palette to further extend the product. 

In addition to the excellent array of visual components, here is 
perhaps the finest programmer’s text editor in existence. One of 
Borland’s acquisitions during the company’s glory days was the pop- 
ular text editor Brief. Borland has since integrated this into all its 
development products. Brief is infinitely customizable, blazingly fast 
and a serious productivity booster. Syntax color-coding is a matter of 
course, but like everything else in this remarkable editor, the color- 
coding can be customized to suit one’s tastes. 





Documentation 

Documentation for Visual dBase 7.0 consists of a skinny little 
Gelling Slaried book and the on-line help file. The little book is 
absolutely essential for starting off. but it won’t lake you very far. 
There is a Language Reference available with the high-end 
Cliem/Server Edition but not in the Standard Edition. This is a seri- 
ous problem for both new and experienced users as the dBase lan- 
guage has been completely overhauled for version 7.0 Gone is the 
SAY GET’ syntax and almost everything else dBase program- 
mers have come lo expect. The product now comes with a new. 
seductive, full-featured objeci-orienied programming language. 
Unfortunately, without a language reference this new language is 
almost impossible to learn. The on-line help file version is not much 
help. Very few topics have examples and when they do, the examples 
are complex and obscure. A tutorial might have helped but. alas, 
there is no tutorial. There are several good examples of projects, 
forms and reports in the samples directory but without guidance it 
lakes an unreasonable amount of time to find examples of even the 
most trivial operations. 

Disappointment 

Yes, we were di.sappointed. The tools, features 
and the object-oriented language make Visual 
dBase 7.0 potentially the best desktop database 
application development product available. 

But this is not just an update of the old 
dBase language. It is a completely new pro- 
gramming language. Without documentation it 
is unusable. Imagine trying lo learn C, C++. 
Java or even Visual Basic from a help file. We 
will wail. If the program gains some momen- 
lum, there will be books. Maybe Borland will 
get it together and improve this potentially excellent product by 
telling us how to u.se it. In the meantime we cannol recommend 
Visual dBase 7.0, We cannol see any reason why a new developer 
would choose this under-documented first release- Nor can we see 
any advantage for dBase coders wanting to upgrade — the only thing 
dBase about this is the name. 

Fans of the classic dBase language may want to keep their eyes 
peeled for Microsoft’s Visual FoxBase 6.0 upgrade. .38 

John Hamm is co-owner of Vancouver's EaslSiiie DaiaGraphics. He 
can he conlacied ai: harvesl@bc.sympalico.ca. 
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by Grace Casselman 


The business applications 
giant is leveraging the Euro, 
Y2K opportunities, 
and improving decision 
support for R/3 customers. 



A ny company, be it small or large, 
needs to attract new customers and 
expand current business. But for a 
company like Germany’s SAP AG, which 
saw 1997 revenues of 6,02 billion DM (about 
S4,94 billion Canadian) and growth of about 
70 per cent annually, expectations are 
extremely high. Sustaining that volume will 
become an increasing challenge. 

That's why it’s so important for SAP — 
a software developer targeting the core busi- 
ness system applications in corporations with 
the SAP R/3 product — to make its case par- 
ticularly compelling, and to increase appeal 
for new customers, particularly in the (rela- 
tively) small to medium-sized market seg- 
ment. That’s a notable target for SAP, which 
has been traditionally known for addressing 
particularly large corporations among its 
16.000 worldwide installations. That effort 
includes the recently announced Accelerated 
Solutions initiative — a bundle of software 
and services aimed at businesses with SIO 
million or more in annual revenues. Aboul 80 
per cent of the software comes shrink- 
wrapped from SAP. while Ihe remainder gels 
configured at Ihe customer site, commented 
SAP Canada president Robert Beauchemin. 
Implementations are expected to lake as little 
as 16 weeks, and Beauchemin said total cost 
for a corporation starts at about $250,000. 

A recent report by Boston’s Aberdeen 
Group said that SAP customers studied were 
experiencing implementions within 4.4 per 
cent of the plan, and within 5.5 per cent of 
budget. The average actual implementation in 
the study was 6.9 months. 

SAP rather boldly proclaims its Year 
2000 compliance, and is even providing tools 
to allow partners and custoiner.s to lesi their 
own developments that may rest on the SAP 
core technology. ’There’s no crisis on R/3 
systems. They’re Year-2000 ready by 
design," said Henning Kagermann. co-chair- 


man of the executive board at SAP AG. 

European companies in particular are 
wrestling no! only with Ihe Y2K, bul also 
with the impending conversion to the Euro 
currency, which has been heralded by many 
pundits as an even bigger technical challenge 
than the millenium bug. 

Industry analysis say that while anyone 
doing business with Europe will need to think 
aboul the new currency; companies with 
European subsidiaries or those that derive 
more than 20 per cent of business from 
European sales must pay particular attention 
10 their computer systems. 

The trickiest aspect to the problem will 
be the requirement for “triangulation,’’ in 
which a transaction will not only need to be 
converted from one currency to another, but 
will need to be simultaneously processed in 
the Euro, as companies will be working in 
both the Euro and their local currencies dur- 
ing a 3.5-year transition period. 

As well, the legal rules surrounding the 
Euro require that companies provide account- 
ing systems that will handle up to five num- 
bers to the right of the decimal point. 

A report from Joshua Greenbaum. senior 
consultant and director with the Hurwiiz 
Group, said the Euro will force most compa- 
nies running back offices on custom-devel- 
oped and legacy code to switch to packaged 
solutions within the next five years. 

SAP says all currently shipping products 
contain a Euro functionality componeni. 
Moreover, customers of previous products 
can gel the feature in the form of free release 
upgrades. (Of note. SAP AG says it will 
switch its business over to using the Euro cur- 
rency at the first possible moment, which is 
Jan. I. 1999.) ’’Most of us know it’s not jusl 
another cuirency. There Is )e.ss risk of fluctu- 
ation. more opportunity for small and medi- 
um-sized enterprises (with open borders and 
common currency) and it's easier to reach 
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new markeis,” said Kagermann. 

"All of a sudden. European companies 
can operate across national boundaries, said 
Michael Klemen, in sales marketing for SAP 
AO. “But the road to Euro won’t be a walk 
in the park.” He said 50 per cent of overall 
costs associated with conversion to the Euro 
are expected to involve computer-related 
expenses. 

The historical idea behind SAP is to pro- 
vide a robust software platform for running 
what are generally mission-critical applica- 
tions. When a company installs an SAP solu- 
tion. that typically goes hund-in-hand with a 
strategic rethinking of business processes. 
However. SAP is looking to make the avail- 
able information and potential analysis a lot 
more useful to business managers. “Business 
intelligence is everything that helps people 
make the right decisions in time," said Claus 
Heinrich, SAP executive board member. 
Indeed, at the recent Sapphire Madrid user 
conference, the company roiled out its SAP 
Strategic Enterprise Management. 
Beauchemin said the business intelligence 
product "helps executives make better deci- 
sions and creates value for stakeholders in the 
company." Applications include; 

• Bu.siness Planning and Simulation (BPS): a 
simulation and modeling tool to examine 
the impact of various activities; 

• Business Consolidation and Sourcing; a 
Web-based Editorial Workbench for gath- 
ering external data, usually over the 
Iniemei. 

• Corporate Performance Monitor: a tech- 
nology that continuously monitors actual 
performance against what was previously 
identified as "strategic targets." 

Julie Kaufman, software research ana- 
lyst with International Dala Corp. Canada 
Ltd., in Toronto, said there’s been an evolu- 
don to more and more sophisdeated business 
intelligence products. Executives need to 
“dig down to data in real time to make deci- 
sions,” she said. Moreover, that needs to be 
done quickly, in a distributed environment. 

James Shepherd, vice-president of 
research for AMR in Boston, said the outside 
world likes the idea of open systems, but in 
reality, all businesses really want is technolo- 
gy that works well. "Companies never object- 
ed to having a reladonship with IBM or 
Digital- Microsoft has become a defacto stan- 
dard; it makes their life easier, applications 
work together." 

He said SAP's strategy of components 
really has to do with selling products into 
new markets and selling new “components” 
to existing installed base customers. 

At that recent Sapphire conference. 


more than 8.000 SAP customers and con.sul- 
tants representing 56 countries (with the bulk 
of attendees from Europe), faced the swelter- 
ing above 40®C temperatures in Madrid in 
June, to be briefed on the latest from SAP. 
That included the announcement of new 
products in SAP’s Supply Chain 
Optimization. Planning and Execution 
Initiative (SCOPE). They are: the SAP 
Advanced Planner and Optimizer, which SAP 
says includes scheduling oplimizaiion algo- 
rithms proven in the process industries; the 
SAP Business Information Warehouse enter- 
prise-wide data warehousing product; and the 
SAP Business-to-Business Procurement 
product. That procurement software, due in 
Q4. is a Web-based solution intended to han- 
dle the purchase-to-paymeni cycle between 
businesses in one screen. (Earlier in June. 
SAP had announced the SAP Retail Online 
Store, meant to handle on-line shopping, 
include round-the-clock product catalogue 
browsing, price quotations, availability 
checks and order processing.) 

SAP has been making a big push 
towards componentized delivery of its soft- 
ware. claiming it’s easy for customers look- 
ing to pick-and-choose pieces of SAP and 
third-party technology. “Companies need to 
have componentization lo piece together 
technology from other vendors and connect 
that properly, said IDC’s Kaufman. 

For example, ihe Sales Force 
Automation is so componentized. a mobile 
solution can be loaded onto notebook com- 
puters and carried on the road by sales reps, 
explained SAP executive board member Peter 
Zencke. (A few years ago. the industry would 
have been incredulous at the concept of SAP 
on a notebook.) 

How small will SAP go? When asked if 
SAP might appear on a Palm Pilot or 
Windows CE platform. Beauchemin would 
only reply; “Slay tuned." 

SAP announced Release 4.5 of its R/3 
software, which adds particular functionality 

Ersi”! iiuritz. 

of aerospace, 

defence, automotive, engineering and 
construction, high-tech, chemical, 
pharmaceutical and consumer prod- i 
ucis. Product highlights, according to I 
SAP. include more control over male- I 
rials management, repairs processing, 1 
plant maintenance, flow manufactur- 
ing, high-volume order management, 
trend analysis, project cost forecasting 
and environmental health and safely. 

In what could be seen as a straie 
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move against compeiilor Peoplesoft. SAP is 
focusing attention on its HR solution with 
SAP Human Resources System Release 4.0, 
which is available cither as u stand-alone 
solution for businesses, or a.s part of an over- 
all SAP implementation. Kagermann said the 
software includes more global management 
capabilities for multi-national corporations. 

At home. SAP Canada's firsl-quarter 
revenues were S37.8 million in 1998. down 
about six per cent compared to that period in 
the previous year. International Data Corp. 
(Canada) Ltd., reported those results "show 
that building an organization to face the chal- 
lenges of the ‘next phase’ of the enterprise 
applications market-place is in itself a chal- 
lenge." IDC noted growth was hampered by 
attention to restructuring efforts within the 
company, including a realignment into three 
geographical bu.siness units; Western Canada, 
Ontario. Quebec and Atlantic Canada, as well 
as these industry units: healthcare, telecom- 
munications and utilities, public seoior. 
small/medium enterprises, and education and 
training. Meanwhile, IDC reported "stagger- 
ing" growth from SAP Canada's competitors, 
including 200 per cent growth from Oracle 
Canada. 

SAP Canada’s Canadian resellers are; 
Fin Tech Services Lid. of Calgary. Optimum 
Software Solutions ofTbronto, and Pri monies 
Inc. of St. Laurent. Que. 

Richard Morochove. president of 
Toronto-based consulting firm. Morochove & 
Associates Inc., said SAP is strongly refocus- 
ing its attention on particular industries in an 
effort to continue its growth rale. "I see SAP 
as a company under transition." u* 

Grace Casselman is editor of Canadian 
CompiUer Wholesaler. She can he reached at 
gracec.nefcont.ca. 
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R emember when the 17-inch monitor was the big kid on the block? At one lime, a monitor larger lhan 
15 inches was considered huge, expensive, and of limited sales potential. Whai a difference a few 
years can make! 

Larger monitors have been introduced into the market — in 19-, 20- and 21 -inch sizes. For people who require 
bigger and better monitors, like graphic.s professionals or publishers, this is the way logo, no matter what the price. 
But us with any other area of the computer world, innovation causes the cost of older technology to drop. 

With entry-level 17-inch monitors starting at street prices of less than $350, it’s not just the professionals who 
will be coming in looking for them. Now monitors that once seemed laige and decadent are becoming the norm. 

Part of the reason for this i.s the flourishing on-line world. As more users go on-iine. they are running more 
applications at the same time (spreadsheet here, a chat window underneath and maybe a mail program). A great 
way to keep better tabs on what’s happening in which window is by using a bigger desktop space. With the small- 
er 14- and 15-inch monitors, boosting the size of the desktop to 1,024 by 768 or 1,280 by 1,024 was possible, but 
often at the expense of legibility. The 17-inch monitor is much more capable of comfortably handling those high- 
er numbers. 

A number of the monitors at entry-level are Just that: basic monitors, with minimum functionality and .28- 
mm dot pitch. This is where a good number of your sales will occur: many people want a ba.sic monitor that shows 
what's happening on the computer. At this range, there are a number of good choices available. 

However, it’s worth pointing out to the customer that for a little bit extra, there is a lot more available, includ- 
ing monitors with .27, .26 and even .25-mm dot pilch, plus full image manipulation capability. The monitor is apiece 
of equipment that will likely last awhile, and people should be encouraged to purcha.se one accordingly. A customer 
who will be ii.sing the computer a lot may be much further ahead buying a better monitor. That will minimize eye- 
strain from lengthy use of a less-expensive monitor with a coarser dot pitch. 
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Overly simplified 
More difficult to use 
More prone to error 


Sceptre's design ethos is 
appreciated by those 
who know. The ultra-high 
performance! 9-Inch 
D97A was a Comdex 


award winner. Compare 




For more information: 
WWW.SCEPTRE.COM 


Full line— 15to 19-inch 
Optional speakers — 15 and 17-inch 
Optional USB — ail models 
Five year limited warranty — all models 
Sceptre's ARRC'" — all models 
Advanced Elliptical Aperture Multistep 
Dynamic Focus — all models 
Auto Anti-Astigmatism — all models 


# 


for yourself and you will see why! 
Call 688-580-5588 now for a dealer 
near you. 
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Ii's also worthwhile to keep in mind the diPference between shad- 
ow mask and aperture grille monitors. A shadow mask monitor has a 
ceramic plate (usually made of invar) with perforations designed to 
guide the color beams to the proper spot on the screen. Aperture grille, 
on the other hand, features a number of guide wires on the outside of 
the tube, which line up the beams. The drawback to this technology is 
those wires require two “damper wires" to hold them in place, and two 
visible horizontal lines appear on the display. Many people swear by the 
richer colors produced by the aperture grille technology, but if those two 
small lines will be distracting (either for graphic editing reasons or for 
reasons of personal preference), the shadow mask and its crisper display 
are the way to go. The Trinitron and Diamondlron models are the aper- 
ture grille technologies from Sony and Mitsubishi, respectively. 

This month, we've gathered together a number of entry-level 
monitors. As you can see, within a few hundred dollars, there are a 
wide range of possibilities open to the customer looking to purchase a 
1 7-inch monitor for the first time. 

A Note about the Tests; 

Monitor testing is quite subjective. We used DisplayMate by Sonora 
Technologies (hiip://wvw.disptaymaie.com) for testing purposes, run- 
ning each monitor through a scrie.s of lest screens to look for flicker, 
focus, edge clarity, moire, convergence and assorted others capabilities. 

■ Flicker: The display on the screen is created by repeated passes of 
a color beam, which lights up phosphor on the inside of the monitor 
lube. Flicker happens when the phosphor noticeably dims before the 
beam can make the next pass. Certain colors are more susceptible 
than others to flicker (yellow seems to be the worst). 

■ Focus, edge clarity and convergence: The display relies on three 
separate color beams (red. green and blue) to create the myriad of 
colors you see on your screen. How well they line up with each 
other (or converge) determines how good the picture quality on the 
monitor will be. Because they are furthest away from the firing 
mechani.sm, the outer edges of the screen are the hardest to line up, 
and can become out of focus even when the rest of the picture is 
sharp. Certain colors are generally belter converged than others: 
green-red convergence is most important to the picture quality, fol- 
lowed by green-blue, then red-blue. For that reason, purple images 
cun often show up o-s a blur, even on some of the best monitors, 

■ Moire: The moire effect occurs when a finely-drawn pattern on the 
screen conflicts with the pixels on the screen, in concert with the tim- 
ing of the refresh rate of the display. This causes "wave" patterns to 
appear on top of the pattern being shown. Anyone who ha.s seen 


piece,s of window .screens overlapping knows this phenomenon — it 
only takes a little bit of desynchronization of the layers to cause some 
complex patterns. The more often this effect is produced by a mon- 
itor. the less-suited that monitor is to graphic woik with any complex 
and repetitive detail- Some monitors come with controls to “cancel" 
the moire, but the result is often a roughening up of the rest of the 
piclure. 

The reason these tests are subjective is because, unlike benchmark- 
ing software for CPU speed, most of the tests are done by eyebaliing the 
screen and making a judgement call. In our chart, here's a rough guide to 
what the terms mean; 

Quantities: 

■ Negligible: None, or amounts so little as to be imperceptible. 

■ Minimal: Very small amounts detected, but nothing serious 

■ Some: Definitely visible, starting to interfere with the display in 

■ Medium: Enough to be a serious annoyance without making the 
screen totally unviewable. 

■ Subliminal (flicker only): subliminal flicker is flicker that occurs 
just under the level of conscious perception; when the user looks at 
the screen, flicker isn't evident, but something about the display just 
seems.. .wrong. 

Quality: 

■ Excellent: Top-notch quality. Few problems, if any. 

■ Very good; Still quite good, though the picture might feature slight 
loss of quality in certain places. 

■ Good: Most of the screen is okay, but problem areas are becoming 
noticeable. 

Testing in 1.024 by 768 resolution was done with an 85Hz refresh 
rate, and testing in 1,280 by 1024 was done at 60Hz, to simulate aver- 
age conditions for a good percentage of users. Some of the monitors are 
rated for refresh rates above the ones used, but many of these can only 
be achieved with a high-performance video card with a lot of video 
RAM. The better the video card used, the better the results will be. 

The Contenders 

For this month's test, we asked for inexpensive 17-inch monitors 
aimed at the consumer market. Because a few of the monitors received 
were higher-end products, they have been split off into a separate 
group at the end of the main batch. 


Acer AcerView 79g 


Price: S690 street. 


Pros: A .25-rrm dot pitch t)ffers great resolution. 

There Is impressive frequency response. 

There are moire and convergence controls. 

A BMC connector is included for Mac compaiibilitv. 

Cons: The design of the outer casing is flared, creating s slightly disorienting effeckthings on screen look a b't crooked 
sometimes. 

The display jumped and jittered at 1,280 by 1,024 at 85Hz, but was solid at 75Hz. 

There is a distracting moire problem at higher resolutions. 

The AcerView 79g is not cheap, but it offers great refresh rates, greet display quality and a good selection of user con- 
trols in the OSO. While the moire may make the unit unsuitable for higher-detail graphic work at times, it is otherwise a 
respectable choice for most users. 
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Scorpius 98/ 
Scorpius 980 
NetiyVedia Keyboard 


Scorpius 98 Points the Most 

Scorpius 980 Features the 


to All Applications 
USB Interface 


NetMedia keyboard provides the 
most convenient operations and powerful 
connection to Internet, Multi-Media and other 
unique features. 20 installed Hot-Keys can operate 
Browsers, Audio/Video CD, Calculator and more. 19 keys of 


Features 


• N-key-roll-over 

■ 10,000,000 lift cycles per switch 

• Available In all language layouts 

20 can be re-defined as favorite functions by user friendly 

interface. 

-A.. 

iaj 

WINDOWS. V r 

J L. 

Hieliiitil 

i _^CR0LL 

Manufactured by 

QTnaNix» 

Distributed in Canada by 

Supercom 


DAIWA 

TEL: 14081 467-1888 • FAX: 14081 467-1880 
httpy/www.qiionix.com • E-mail quinax^ciironrs.com 

OEM. ODM, Mac Distributor Call U.S. Office 

Toromo TEl, 19051415-1166 
Vancouver TEL. 16041276-2677 
MontiEal TEL: 15141335-1166 
Nalionwide TEL:1-B00«94667 

Toronto TEL 1905)886-3862 
Vancouver TEL I6D4I 279-9908 

Calgary 70:1403)291-1688 
Dartraoutli TEL (902)460-9898 
Nationwide TEL1-8OO-660-6188 

Vancouver TEL 1604)244-9912 
Nationwitt TEL 1-888-333-2492 
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ADI MicroScan 5P+ 


Pros: There is solid psrlorraance with 
minimal moire/fllcker. 

The brightness/contrast on 
separate spinners allows for 
goick sdlustment. 

There is good resolution with 


For the price, the MicroScan SPt is a bit 
skimpy on user controls in the OSD. 
Otherwise, the performance is impressive, 
with great display quality and minimal flicker 
or moire problems. 



AOC Spectrum 7Vlr 


Price: $380 street. 

Pros: The press-and-spin OSO control 
is very easy to use. 

There is a good selecbcn of 
image-shaping controls. 

The price is right 
Cons: At a .ZS-mm dot pitch, image is a bit coarse, 
but not too bad. 


This monitor is a pretty basic and inexpensive unit 
but the ease of use of the OSD control, end the fact 
that it has image manipulation controls like pinbel- 
ance, parallelogram and color temperature makes 
it a great value, too. 


Cybervision C72 



Pros: The .26-mm dot pitch offers good resolution and generally sharp picture quality. 
High refresh rates are available. 


Cons: The short signal cord could be problematic, if more distance from computer is required. 

Edges were a bit wavy in places, and the screen showed minor ghosting. 

The OSD option order is a bit strange: common controls, like vertical/horizontal size and position, were listed at the bottom of the 
list, forcing users to scroll through options like pincushion first. 


Pros; The .2S-mm dot pitch provides a nice crisp image. 

There is e good selection of image manipulation controls. 
There is next to no flicker or moire. 


OaytBk DT-1726D 



Digital Research Technologies DRMON17 


Price: $399 street. 

Pros: The OSD has claarly labelled buttons, end Is easy to use. Certain buttons double as non-menu contrast/brightress. 
The picture quality is quite good for a .28-mm dot pitch display. 

The 16.1 -inch viewable erea is larger than average. 

Cons: There is slight deformity around the edges of the screen. 

The ORMOM17 is a good unit with a minimum of Ricker and respectable image quality. This isn't the cheapest product on 
the block, but it's reasonably close, and the image quality certainly makes it worth consideration for titose on a budget 
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Hyundai DeluxScan 7695 

Prics:S649 street 

Pros: A .26-mm dot pitch provides a high-quality display 
with a good frequency response. 

There Is minimal flicker and moire. 

Cons: The selector for the OSD Is split Into two parts, con- 
sisting of a push button ort the front of the monitor, and 
a spinner wheel on the underside. Not only Is this 
arrangement a bit awkward for the user's hand, the 
spinner wheel Is also a bit touchy, reacting too fast or 
too slowly at times. 

When the screen resolution or refresh rate is reset at 


the adapter, the monitor tends to reset ali of the dis- 
, piay settings, inciuding the brightness. 

Pros: This has excellent 


The DeiuxScan 7695 is a monitor with great performance, with problems that 
are mostly ergonomic. The awkward setup of the spinner wheel for the OSD 
can be a bit painful for the wrist If used often. Once set up, though, the user 
gets smooth, high-performance sailing. This monitor is a bit higher-priced than 
most, however. 

with a good picture 
and next to no 
flicker or moire. 

The USB port 
aliowsforthe 
attachment of a 
keyboard or mouse 



Price: S389 SRP. 

Pros; The monitor is an OEM version of the well-known 
Lite -On Technology. 

It delivers solid performance with a minimum of flicker 


With a higher dot pitch and slight ghosting problem, the Xtreme 
isn’t perfect but with a low price and a well-known manufac- 
turer behind the Elco label, this monitor Is still a good budget-conscious 
aiternadve. 


KDS Orchestra Steel Drum 


Price: S49b street 

Pros: The monitor delivers reliable performance with a min 
mum of bicker end moire. 

The product offers a .26-mm dot pitch. 

There is good frequency response. 

A BNC connector for Mac compatibility is included. 

Cons: Image manipulation corrtrols on the OSD are minimal. 

(It's not really a steel drum, although it doesn't sound 
bad if you tap the case.) 

The oddly-named Steel Drum provides a great quality display for a reasonable 
amount of money. The BNC connectors are a real plus for Mac users. 

KDS is bullish about Its KDS Advanced Replacement Express Service 
IKARESI warranty program. If a monitor Is defective within the three-year war- 
ranty period, KDS will ship out a replacement product by air. 


The 

Higher- En 

A few of the monitors wa laceived 
were a bit out of the range wa had 
Bskad for initially, but ate included 
here for Informational purposes. 

Compaq V75 



through the monitor. 

There ere separate brlghtness/cond^ast 
spinners. 

This a top brand name. 

This is relatively inexpensive, for a "perfor- 
mance" monitor. 

Cons; There are minimal OSD controls. 

The DSD control button layout is counter- 
intuitive: the + key Is located below 
the - key. 

Although a bit thin In the OSD, the Compaq 
V75 monitor comes through in sheer perfor- 
mance. with a solid, high-quality display, all 
for a fairly low price. The USB port is a nice 


Elza FlexScan TX-C7 

Price: SI ,099 street 
Pros: The .25-mm 
Dlamondtron 
display offers 
superior Image 

The automatic 
setting control Is 
very accurate. 

There is a BNC connector for Mac 
compatibility. 

The OSD control button is a panel which tits 
In the four compass directions, and the user 
clicks on die cenirepolnt Ids very intultve. 
Cons: The OSD control panel is a bit touchy. Ifs 
easy to click the "centra" by mistake when 
going for one of the directional arrows. 
There was some ghosting evident on 
the unit tested. 

It's a bit on the heavy side. 

EIzo is known for creating high-performance moni- 
tors. and the FlexScan TX-C7 Is no exception. The 
monitor has a very crisp picture, great frequency 
response and a good selection of features. This is 
definitely a great choice for graphics work. 
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MAG Innovision OX700T 


Price: $589 SRP. 

Pros: The product comes from a well-known name in monitors. 

This is a top-notch quality display, at .2S-m(n dot pitch. 

There is a good selection of user controls, including a non-menu brightness/contrast 
Cons: There were slight edge deformities ertd edge flicker on the unit tested. 

The price Is a bit higher than some cf the others. 

Well-known In the monitor field, MAG tnnovislon delivers the goods with the DX700T, which 
has great Image quality for the most pan. Edge Integrity was a bit of a problem, wr^ some 
waviness and jitteriness, a good chunk of which was correctable with the OSD Image manipulation. 





Monex Televideo SV200 


Price: $449 SRP. 

Pros: The OSD is very intuitive, with 
non-menu brightness and contrast 
buttons. 

There Is a good selection of Image 
manipulation controls. 

There is a good quality 28-mm dot 
pitch display. 

There Is minimal flicker, and small 
amounts of moire. 

Cons: There Is a slight loss of focus 
around the edges. 




The Televideo SV200 has a great QSD Interface, but the quality of the dis- 
play as a whole may be Inadequate for serious computer users. This is 
batter as a starter monitor or for the casual user. 


Panasonic PanaSync S70 


Price: $679 SRP. 

Pros: The high-quBlIty display has next to no flicker and only some moire at higher resolutions. 

There Is a good selection of Image manlpulabon options in the OSD. 

Cons: Even at a .27-mm dot pitch, the image Is a bit coarse. 

The price is high. 

The PanaSync S70 Is certainly a sturdy and confident monitor with a greet display quality. However, the price tag may scare 
people away, especially with the monitor only checking in with e .27-mm dot pitch. A shallower depth version is also avail- 
able, at a higher cost. 
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Philips Magnavox 107s 


A B T E S T I 


Price: S4$9 stre 
Pros: There ii 


excellent picture puality, considering the 


Some of the buttons for OSD control double as 
direct controls for brightness and contrast, when 
the OSD Is not active. 

Cons: The OSD control Is fairly awirward, with a push-button 
on front and a hidden selector wheel under 
nesth the chassis. 

Ihe OSD requires the user to scroll down to either 
"save" or "exit" tor each sub-menu, which can be 
time-consuming. 

The moire is fairly noticeable in 1,2S0 by '1,024 resolution. 

The Magnavox t07sfrom Philips has a display quality that is excellent, iMth a bit 
of flicker and some moire being the only real distractions. The awkward OSD con- 
trol configuration can cause some wrist pain while setting up the display. For the 
price, the unit provides great display quality without being excessively expensive. 



Princeton E0710 



Price: SS99 SRP. 

Pros: This is a high-quality display, at .26 mm, with minimal 

The OSD makes it easy to switch between related 
options, while editing values. 

Cons: There Is noticeable moire at both 1,024 by 768 and 1,280 
by 1,024 resolutions. 

The product’s priced a bit on the high side. 

The £0710 is an intriguing-looking monitor with a great dis- 
play. Although the moire problem might be a bit distracting for 
some users, this is in all other respects an impressive monitor. 



Price: S4S9SRP. 

Pros: This Is a great quality diaplay, showing only a little 
loss at the edges. 

The OSD controls are very Intuitive and the buttons 
are easy to use, including the buttons that double as 
non-menu brightness end contrast controls. 

Cons: Some moire is evident at 1,280 by 1,024. 

Brightness control did not appear to have a major 
impact on the screen, 

Even at a .28-mm dot pitch, the Samsung 7e delivers a great picture 
quality, for an amount of money that’s not overly excessive. The 
moire has the potential to be somewhat annoying at 1,280 by 1,024, 
but lower resolub'ons should be top-notch in almost every way. 


IBM P72 

Pric8:$1,140SRP. 

Pros: The picture 
quality is 
exceptional. 

The black casing 
provides a good 
contrast to the image on the 
screen, for better clarity. 

This is a brand name. 

There are a full range of image 
manipulation controls. 

Cons: The black control buttons disappear 
against the black monitor casing, 
making use a bit difficult. The buttons 
are also a biton the smell side, which 
makes use awkward. 

From Big Blue comes Big Black, the only 
monitor we received that strayed from the 
standard off-white color. The contrast of the 
casing makes the picture quality stand out 
even more than usual. It’s a monitor of out- 
standing quality from the get-go. The St, 140 
SRP Is pretty steep, but if money is no object, 
this monitor is a dream. 



LG Flatron 78FT 

Price: S859 SRP. 

Pros: This monitor 
has an astound- 
ing 24-mm dot 

Pricing is oompetitve. 

There is good frequency response. 
There are separate brightness/comrast 
spin wheels. 

Cons: There is slight Image distortion around 
the edges of the screen. 

The two-tone coloring of the case 
(off-white and blue-grey) can be a bit 
distracting. 

Moire is a bit problematic at 1,280 
by 1,024. 

The "G" in LG Electronics stands for Goldstar, 
the name under which LG's mon’iors previously 
sold. Along w’rth the new name, the 78FT intro- 
duces LG’s new flatron technology, with an 
ultrafine .24-mm dot pitch. While the picture 
quality Is great the colorabon of the outer 
casing is a b't distracting. That’s a minor com- 
plaint about an otherwise f ne monitor. 
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ViewSonic GS771 


Price: S629 SRP. 

Pros: This has great display quality, even at .27-mm. 

The short-depth dssigrr is a plus for smaller workspaces. 

The OSD is relahvely intuitive, and has a lot of image manipulation capabilities. 

Cons: The price is high. 

The moire can be problematic at 1,280 by 1,024. 

ViewSonic is another well-respected name in monitors. The GS771 comes in at the high-end of the entry level 
field price-wise, but delivers the goods in performance. Even with the .27-mm dot pitch, the picture quality is 
great, and the GS771 offers a great alternative to more expensive higher-end monitors. 


Voxon 1728 


Price: $415 SRP. 

Pros: The price is low. 

The OSD is easy to use. 

Cons: While image quality is generally good, 
edge quality can be problematic. 
Ricker and moire appear at 1,260 by 
1,024. 

There are minimal image manipulabon 
controls. 

There are problems with regulation 
(image compressiort and expansioni 
surrounding even minor changes on the 
display. 



Although the problem with image quality and screen regulation 
could be an annoyance for those who plan high usage, the price 
makes the Voxon worth consideration for the casual user. 


Sceptre Dragon Eya D73A 

Price: S43S Street 



Pros: This provides good-quality .26-mm dot p'tch 
at a great price. 

The spinner controls double es bright- 
ness/contrasL 

There is almost no moire or flicker. 

Cons: Although push-and-spin OSD controls are a 
great idea, they can be a bit awkward at 
times, especially when selection requires a 
lot of spinning. An indentation on the front 
of the spinners for finger traction would 
improve this. 

The machine we tested had a loss of focus 
In the centre of the display at 1,024 by 768, 
butthis is likely something that happened in 
shipping. 

Sceptre is well-respected in the field of monitors, 
arrd you can see why. The Dragon Eye D73A offers 
an impressive .26-mm dot pitch. The OSD spinner 
controls are a nice innovation, though they can be 
a bit awkward when a lot of spinning is necessary. 



Value 
AOC Spectrum 7Vir 

I The AOC monitor, from Peripheral 
Express, offers a great price/perfor- 
mance ratio, with a lot of features and 
an easy interface. Although the picture 
is a bit coarser, at a . 28 -mm dot pitch, 
the picture quality is great, and helps 
to make the AOC a great starter moni- 
tor, or an upgrade for someone on a 


Performance 



Overall (tie) 

Samsung 7e 

Sceptre Dragon Eye D73A 

Samsung's 7e model goes above and 
beyond, with a full-featured OSD, great 
quality display, and a really reasonable 
price. This monitor is perfect for all- 
round use. 

Though a bithrgherin price, the Sceptre 
also makes a great monitor overall, with 
a fner dot-pitch, great picture, and inno- 
vab've OSO selector wheel. 
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T hese days, more people arc looking lo flat-panel LCD 
display technology as a monitor option. Previously seen 
mostly in banks and hospitals, where desktop space and 
emissions are a big concern, the flat-panel is becoming attractive 
to other markets, including home use. While it's true that flat- 
panels are still priced on the expensive side, manufacturers are 
starting to drop pricing on their LCD models as more demand 
emerges- Some predict that flat-panel technology may make up 
10 per cent of the monitor market by the year 2000. and more 
than 50 per cent by 2005. 

Traditionally, the flat-panel has nourished in environments 
where desktop space was at a premium (the banking industry), or 
where emi.ssions from a regular CRT were a health or contamination 
concert! (in the health industry and in laboratories). For the longest 
lime, pricing remained high because demand from the general pub- 
lic was low, the technology wa-s still cutting edge, and the companies 
that wanted the technology were willing to pay for it. 

While CRT displays aren't in any danger of losing their market 
share just yet. some developments arc underway, which may serve 
notice that a change is coming. The 
change from the old DSTN to TFT active-matrix displays has 
made display quality sharper and more CRT-like. As far as lower 
unit costs. Sceptre seems to be leading the way with pricing, being 
the first company to bring a flat-panel display in under S2.0(X). and 
now currently offering its FT15G for a street price of $1,450. 

There are still drawbacks lo the lechnology, however. 

Although the price is dropping, typical retail cost for a fiat-panel 
display is still far higher than for a CRT. In addition to the Sceptre 
FT15G, we also had the opportunity lo look at the TTX PanoView 
745 and the IBM 95I6-B23. Both fine displays, ihe 14.5-inch TTX 
display comes in at $2,399 street price, and the 16.1-inch IBM has 
a suggested retail price of S5.700. This is still far from pocket 
change for the typical user. 

Further, fiat-pane! displays are made up of hardwired pixel 
elemenLs, which means they only look acceptable at the resolution 
for which they were wired. A display with a hardwired resolution 
of 1,024 by 768 may look perfectly good when the desktop is set 
to that resolution. However, when the resolution is set to some- 
thing smaller, one of two things may happen: 

• the outer edges may become blank, centering the desktop area 
selected over the same number of pixels and discarding the rest, 

• the display may become blocky and illegible (a.s the display 
tries to figure out which pixels should be doubled up and which 
shouldn't) while trying to spread 800 virtual pixels out over 1,024 
actual pixels. 

But the future of LCD displays appears to be bright. As the 
pricing continues to drop and the quality increases, more people 
are bound to seriously consider the flat-panel option when pur- 
chasing a monitor. CW 
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Flat-Panel Displays 


NEC MuttiSync E700 

Price:$779 street 
Pros; This is a high-pualitv 
.25-mm display. 

The product is 
backed by the NEC 

This cost is reason- ■ 
ably low fore 
periorinance monitor. 

Cons; There are a few less image control features 
than usual on the higher-end models, end bte 
OSD is hampered by a slightly confusing 
'proceed' button. 

At 1S.6 inches, die viewable area is smaller 
than most 

Moire can be a problem et 1,280 by 1,024. 

Delivering high performance for a low cost 
the Multisync E700 checks in with a few less 
features and a smaller viewable area than some 
of the other monitors, but otherwise provides 
top-notch performance. 


Sony GDM 200PS 

Price;St,099 street 
Pros: The -25-mm dot 
pitch Trinitron pro- 
vides outstanding 
picture quaHty. 

There Isa full 
range of image manipulation capabilities. 

A BNC connector provides Mac compatibility. 
(Sony Invented the Trinibon technology!) 
Cons: This is one of the higher-priced monitors. 
Moire is problematic at 1,280 by 1,024. 

One of the biggest names in technology in the 
world, Sony's GDM 20aPS is a nice piece of 
technology, with a great display quality and 
8 ton of features. At a S1.039 street price, ifs 
not cheap, but ifs backed by Sony quality. 



TTX 8792UA 

Price;S789 street 



There ere non-menu brightness/contrast 
The price is compeildve. 

Cons: The moire is problematic, especially at 
1.2B0 by 1,024. 

TTX’s 8792UA model offers a lot of features for a 
budget price. The three separate menu buttons for 
picture, color, and status are nice features, 
as they all activate the QSD in the appropriate 
place, and make navigation a breeze. 
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17-inch Monitors 






Overall Overall 
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LAB TEST 
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440BX 
Dual Processor 


Intel® 440BX Ultra 2 SCSI 
on board Dual SCSI Channel 


DFl 

www.dfiweb.com 


Trident 9750 


C C F© ' I 

Please contact DFl distributors in Canada 


VANCOUVER AREAr Comtex Micro: Tel. (604) 273-8088 • TKP: Tel. (604) 279-0320 
CALGARY AREA: GC Systems: Tel. (403) 250-6528 
EDMONTON AREA: GC Systems: Tel. (403) 486-4200 
TORONTO AREA: AlC System: Tel. (905) 882-6040 • MCA Compute: Tel. (90S) 946-1132 

All products and business names mentioned are registered trademarks of their respecive owners 








I NETWORKING 

I Product Review 


NetWare 5 


bodes 
well for 
Novell 


by Stephen Ibaraki 



PPOdUDt: NetWare 5 (beta) 
VendOP: Novell Inc. 
Comments: Technically strong, 
with Java emphasis. 

Rating: A 


N ovell is a dominani player in the networking arena, but has taken some buf- 
feting in the last two years from Microsoft’s pervasive NT product line. 
Now Novell is fighting back with new products, new directions, and a new 
CEO. Dr. Eric Schmidt. The changes in focu.s and strategies are .significant and bode 
well for this company. Any new products from Novell are worth at least a trial run 
due to continued strong market presence and technical excellence. 

Especially significant is the summer release of a new operating system: 
NetWare 5. The product represents a significant shift technically with a strong 
emphasis on Java. 

How different is NetWare 5? The changes are evident when you first install it. 
The procedure is smoother, simpler and includes a Java-based GUI interface. 

After the initial text-based copy phases, a GUI screen asks for the server name. 
File-system configuration screens follow and there’s a hint at one of the major 
enhancements — Novell’s new 64-bit indexed storage system, called Novell 
Storage Services (NSS). NSS provides for billions of volumes and directories, up 
to eight terabyte file sizes while using very little memory. Another feature is fast 
volume remounting measured in seconds for any size volume — a three terabyte 
volume was crashed and recovered in 10 seconds at Comdex/Fall '97. 

Next, the user is given a screen to configure protocols. Again, there's a change 
from earlier versions of NetWare: with NetWare 5, one can configure for pure IP 
(that is, without IPX-based encapsulation), and/or IPX. IP would be the preferred 
ifiguration for many companies today due to Intemet/intranet use and the man- 
agement and bandwidth advantages of employing a single protocol. 

The protocol screen is simply laid out and very easy to configure with two 
check boxes — one for IP and the other for IPX. If one checks IP. there are addi- 
tional fields for IP address, subnet mask and router address. With NetWare 5's 
’compatibility mode, the user can run IPX-dependent applications in an IP-only 
environment. There is also the ability to transparently link IP and IPX network 
segments. 

In addition, there is support for Service Location Protocol or SLP. SLP is an 
industry-siandurd Internet protocol allowing plug-and-play style network services 
in a pure IP environment. With SLP. network resources automatically register their 
services with a Directory Agent. Clients cun gather service locadon information by 
contacting the Directory Agent. 

The installation screens that follow allow time zone setup, licensing set-up, 
configuring the Novell Directory Services (NDS) tree, server and administrator 
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At this year’s show, 

you never know what you might pick up. 

How ‘bout some really good vibrations? Like a few small marketing tips that 
can make you big bucks. Tempted? Then get ready to rock, and roll in the dough. At Meriselling’98, 
the new money-making version of Softeach. 

Go ahead, make your selection — Merisel Services, Individual Manufacturer Seminars, Remote/Mobile User, 
OEM, or Small Business Focus Rooms. 

Wliatever your area, this show promises to be an enriching experience. 

Register early, and you qualify to win great prizes from Ford, American Express, 

North American Logistic Services and Roots. 

This year, instead of a few T-shirts, some pens and a mug (don't worry, you'll get those coo), pick up 
something you can really use. Unique product news, marketing ideas and selling tips you can take to the bank. 


For more information on the Meriselling "98 show, call l-877-MERISEL, or 
visit our web site at www.meriselling.com to register. 



Check out the following dates: 


Vancouver 
September 22 
Vancouver Trade 
& Convention Centre 


Calgary Toronto 

September Ifi August 14 & 15 

Telus Convention Centre Metro Toronto Convention Centr 


Montreal 
October 14 

Montreal Bonaventurc Hilton 


Halifax 
October 5 

Westin Nova Scotian 
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platemeni (contexi) within the tree, and providing an administrator password. 

Thc final series of screens display additional enhancements in NetWare 5. Here, 
the user can set up and customize the products and services they wish to use. The list 
reads like a wish list for any network administrator. A very basic setup would include: 

I. Novell Distributed Print Services (NDPS): Unlike prior versions of 
NetWare, users manage printing resources using one NDPS printer object, and not 
by using different utilities with three different objects. NDPS provides for intelli- 
gent bi-directional communication between users, printers and administrators 
allowing network users to easily locate network printers and obtain information on 
printer capabilities and printer/job sta- 
tus. NDPS features automatic driver 
download, automatic printer discovery, 
configuration and a single point of 
adminisirution of all network printers 
under Novell’s network administration 
tool. NetWare Administrator. 

2. Novell Directory Services 
(NDS) Catalog Services: A Catalog 
Dredger enables administrators to 
access data from the NDS and place that 
data into a Catalog Database. The data- 
base contains a snapshot of the informa- 
tion captured from NDS. Administrators 
or authorized users can define their own 
view of NetWare Directory Services that will be stored in the Catalog. This provides 
fast queries on data within the catalog, sorting the catalog and finding relationships 
among the data. 

3. WAN TrafTic Manager (WTM) Services; WTM is a policy-based tool that 
is used for the management of the cost and congestion of WAN traffic. Using a poli- 
cy valuator, WTM check-s administrator policies to determine whether WAN traffic 
will proceed or be delayed, 

4. Secure Aulhenlicalion Service.s (SAS) including Secure Socket Layer 
(SSlJ: SAS provides for the support of new and evolving authentication systems 
including third-party authentication services. Server-based user applications can have 
controlled access to files and NDS objects based on the user’s SAS authentication. 
Using the SAS API set. encrypted SSL connections can be established. 

5. Novell Pultlic Key Infrastructure (PKI) Services: PKI consists of a set of 
services that uses public key cryptography and digital certificates in a Novell 
NetWare system. Administrators can establish a Certificate Authority (CAi manage- 
ment domain within NDS to perform certificate and key management activities. This 
enables certificate-based security services such as Secure Socket Layer (SSL) securi- 
ty for LDAP servers. 

6. ZENworks (Zero Effort Net- 
working) Starter Pack: ZENworks is 
Novell's desktop management tool suite 
to case workstation administration tusks 
such a.s application management, soft- 
ware distribution, software installation, 
de.sktop management, maintenance, and 
remote diagnostics and repair. NetWare 5 
ships with the ZENworks Starter Pack, 
which includes Novell Application 
Launcher (NAL) & Work-station Manager. 

After installation is completed, up 
pops ConsoleOne on the server screen. It 

runs on the Java Virtual Machine that’s automatically activated in NetWare 5. This 
GUI-based network management interface is a nice touch versus the text-based 
screens on prior NetWare versions. For example, clicking Tbols allovi's one to select 
"Performance Monitor." which provides a graphical representation of CPU and mem- 
ory Usage. Right-click a file on any volume and then select from options such as Edit. 
Delete, Rename. Cut. Copy. Paste, and New Folder. One can click through “Entire 
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Novell's 
Sdimidt 
li outlines 
corporate 
strategy 

An interview with Eric Schmidt, 
chairman of the board and chief 
executive officer for Novell Inc. 

by Stephen Ibaraki 


Che Schmidt joined Noretl in April 1997 from Sun 
Mierosystems Inc., where he wss chief lechnology officer 
and corporete executive officer. 

In his It years et Sun, Schmidt held a range of progres- 
sively more responsible executive positions, in which he 

el recognition as an Internet pioneer. He 

was also instrumeotal in the widesprsed 
acceptance of Java, Sun's platform-inde- 
pendent programming ianguege. 

Prior to joining Sun, Schmidt was a 
mamter of the research staff at the 
Computer Science Lab at Xerox Pah Alio 
Research Center IPARCI. He also held 
positions at Bell Laboratories anti Ziiog, 
Schmitil has a bachelor's degree in 
electrical engineering from Princewn 
University, a master's degree in elecirical 
engineering and a PI 

ence from the University of Califomie atBertreley. 

CCW: How hDV9 you reshaoed the company and what 
changoa do you plan In the short-larir and long-term? 
SchmidiWher I joined Novall In April 1997, 1 had three main 
goals. First, we needed td align oiir business with the needs 
of our customers end the realities o) the merket-plece. 
Second, we needed to focus our resourcet in our areas af 

Third, we needed to execute on our plens and deliver a 
saiiaa of great new products in an ecceleraled dme frame. 



Erie Schmidt 





re right on 
ur customers er 


ts.We'va 


id oertrers and aligned 
our Dusiness to better meet their needs. We've become a 
much mare efficient and focused company, with a greater 
sense of urgency and lewar levels of management. We’re 
shipping great new products like BorderManager. PestCeche, 
NDS for NT. StoupWise 5.2, and scon, NetWare 5. that extend 
the cepebilides of our installed base while earacting new cus- 
tomers. Wa've mede Novell relevant again. 

CCW’ Vour educational programs (CNI/CII/CNE/CIP/CNAI are 
the models for the industtvand many other companies have 
adopted similar programs. Bulthere'sbaena significant shift 
to other designations from competing compenies. What Ing- 
gerad this shift? How commitied Is your company to support- 
ing your education channels? 

Schmidc Our commitment to our education channels is 
suonger than ever. We continue to be the leader in the qual- 
ity of education we offer, the number of courses available 
worldwide, and tha number of people we certify. NT, remem- 
ber, is e relatively new phenomenon, so we expect to see 
some fast growth in NT training and a move toward dual car- 
tificsiion by many networking professionals. We are teking 
advantage of this trend vnth new Internet certification and 
multi-vendor integration courses that are helping us certify 
thousands of new people every month. We're alK looking at 
new forms of on-line training to help people prepare for thair 
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This year, there’s a whole new beat. A few small marketing tips that could roll into big bucks for you. 
Interested? Then get ready to rock. At Meriselling ‘98, the new money-making version of Softeach. 
Come on dow'n and make your selection — Large Business, TechTalk, New Partners, OEM, 
Software Licensing or Mac Focus Area- 

Register early, and you could qualify for prizes from Ford, American Express, North American 
Logistic Services. Whatever your beat, this show's sure to be an enriching experience. 

This year, get your yah-yahs out. Instead of a few t-shirts, some pens and a mug (relax, you'll get 
those too), pick up something you can really use. Unique product news, marketing ideas and selling 
tips you can take to the bank. 


For more information on the Meriselling ‘98 show, call 1-877-MERISEL, or visit our web sice at 
www.meriselling.com to register. 
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"NT’s main attraction for 
corporate users, is it allows 
for the seamless integration 
between CAD/CAM solutions 
in the production process, and 
the data files contained in 
non-production applications 
in the organization such as 
word processing, accounting 
and spreadsheets." 


Networi:" and create, edit and manage 
objects in the NDS tree. This is quite 
significant since these operations could 
only be done at the client on prior ver- 
sions or NetWare. 

Code-named “Houston" during 
development. ConsoleOne can be run 
on any networked machine that has a 
"Java Virtual Machine,” and provides a 
single point of control in which all 
products can integrate. For example, 
data previously only accessed through 
the server console or from a networked 
client will now be available from 
ConsoleOne. 

Thi.s is especially useful when 
working on the server console. These 
management tasks can be organized 
into customized views. This allows for easier delegation of administration to others. 
One can include or exclude specific sets of features (using snap-in components) to 
match the tasks you want other administrators to perform. One view may include 
User Administration while another may provide Server Management and Printer 
Management. NDS trees are typically organized info containers (contexts) for local- 
ized administration. 

For example, if a customer has three deparlmenls, you could create three con- 
tainer objects, one for each department. Users and their resources are represented as 
objects within their containers. ConsoleOne allows for a view that includes all objects 
but is restricted by the context. The possibilities are endless and the ConsoleOne con- 
cept has tremendous potential for the future. 

For those who are still running NetWare 3.x servers, NetWare 5 provides a 
Novell Upgrade Wizard. The wizard will upgrade the 3.x object database (bindery) 
and volume contents, printers and queue.s from anywhere on the network. The system 
will check for conllicis and provide options for resolving these problems before the 
upgrade begins. 

One of the annoyances in older versions of NetWare wa.s in providing the loca- 
tion (context) for one's User object when logging into the network. A nice feature in 
NetWare 5 is Coniextless Login. Contextless Login locales the corresponding context 
in a catalog and automatically inseits 
the context into the login’s context Field. 

Novell Directory Services (NDS) 
has been the key strength in Novell’s 
product line, with its ability to represent 
all network accounts and resources as 
objects organized within containers in a 
tree structure. No matter how large the 
company, the NDS architecture easily 
expands to accommodate the network 
siniciure. It continues to be the founda- 
tion for NetWare 5 but with many 
enhancemeni.s. NetWare 5 incorporates 
NDS catalog services for easier acce.ss 
to names. LDAP v3 access and WAN Traffic Manager to allow the admini.sfrator to 
determine how often NDS should send changes over the WAN link. 

With NDS Tran.sitive Synchronization, each server in a replica list no longer has 
to synchronize with a]! other .servers in that replica list and changes made on a repli- 
ca can be synchronized to other replicas via intermediaries. These features provide for 
much-improved performance and management of directory services across wide-area 
networks. 

In addition, it's possible to audit a user's access with the Audit System. 
Management of the audit files is simplified under NDS since they are represented a.s 
NDS objects. 
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giving rnir CNEs e hesd start on NetWare S by offering train- 
ing in advance of the first costomar shipmenis. 

CCM Whal changes will be made to foster and encoorege 
your ohennel-pertner reletlonships? 

SchmidtOuT network of more then 25,000 channel partners is 
another great asset that sets Novell apart from the pack. 
We'va increased membership at every level of our reseller 
programs over the pest year, and in 1998 we’re rolling out e 
range of new progrems under the umbrella ofour PsrtnerNei 
Program. Gening to know cur partners better has helped us 
liilor our programs for the distinct eudienoes in our channel: 
eccouni executives, system engineers and the owners and 
manager of reseller organizations. 

We're also addressing the different needs of resellers 
with different sales models, some of whom are more focused 
on selling hardware end software and otiiers more focused on 
consulting end support servicss. The end result is the indus- 
try’s most knowledgeable snd professional channel, offering 
our customers the most comprehensive range of sales, sup- 
port, integration and services. 

CFttf In which dirsciions doyauseeyour company moving to 
support the developer community and to provide a return on 
their Investment? 

Sclmizlt We’ve Intensified our efforts to give developers the 
unified set of tools end APIs they nesd to create Jave appli- 
cations enabled by NDS and our complete family of network 
servi cos. Wa call Ms development environmanl for directory- 
enabled applications our Open Solutions Architecture. We're 
elreedy pannering with large developers like Chsyenna. IBM, 
Oracle and 

Netscape to deliver directory-enabled solutions lor 
NetWare. And we’re partnering with companies like 
Metroworks to bring top developm ant tools like Code Warrior 
to the NetWare 5 platform. We also recantly announced a S50 
million Internet Development Fund that is making first and 
second stage invsstments in leading-edge companies that 
are developing Java-related software for network servem. 
CClVrWith NetWare 4, x, your company began to be bufloted 
by the merkel-plece. How do you explain this buffeting or 

SchmideWe are not seeing any downturn. We’re selling more 
server platforms licences than ever at Novell, with NetWare 4 
now eccQunllng fortha majority of platform sales. As we com- 
municate the edvanleges ot Novell Directory Services and 
directory-enabled solutions, ws’re seeing more upgrades 
from earlier NetWare versions. It’s all part of Novell’s transi- 
tion from a file and prim services vendor to the leading vendor 
of server platlanns for running intelligem network solutiohs. 
CCW How will 5.x be targated end marketed? If 3 j< or 4ji is 
doing the job, why move to 5.x? 

Sc/i/nidt'NetWara 5 fully takes Ihs Novell network platform to 
open Internet standards. With NetWare 5, we will expand the 
acceptance of our platform by both business network users 
and Imemet Services Providers. 

CCW: How do you foresee the evolution of the Internal to 
being an ’’intelligem’’ network? Whet role will Novell take In 
this avolubon or perhaps revolution? 

Schm/da Ths new lace of networking has a human face, and 
tills underlying philosophy will color everything we will do In 
the coining years at Novell. 

NDS and directory-enabled solutions will giva a userihs 
ability to havs one digital idemity for all network resources. 
This digital persona will not be bed to the user’s desktop. It 
will be kept on the network, where regardless of what desk- 
top you are on and where you sit, you are ensured the same 
view end access to your epplrcabons and resources. NOS is 
already offering these capabilities on many of our cus- 
tomers’ intranets end extranets, elong with the ebllity to effi- 
ciently manege individual usar profiles from a single location 


Schmidt NdI without a few hundred pages! But I see every 
Indication, lor the foreseeable future, that business end tach- 
nology around networking and the Internet will continue to 
grow at a rapid rata. The immediate chellenge is to give users 
proximity to thesa new servicas, applications and data, and to 
B the available bandwidth more elhclamly. 
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services and network-based technologies 
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For computers to communicate with each other using the TCP/IP protocol, they 
need IP addresses. The Domain Name System (DNS) resolves names such as 
triton.capcollege.bc.ca to the network devices’ IP address. The Dynamic Host 
Configuration Protocol (DHCP) automatically assigns IP addresses to network 
devices. To provide ease of administration, NetWare 5 allows the user to configure 
and manage the DNS and DHCP services in NDS using a Java-based management 
application. Dynamic updates of host names with changing IP addresses are also sup- 
ported using Dynamic DNS (DDNS). 

There have been substantive changes in the C-based operating system kernel, 
which now contains very little assembler code. The Java engine with its kernel links 
results in high-performance benchmarks. 
There is support for uniprocessor and full 
symmetric processing on multiprocessor sys- 
tems. A new application preemption function 
allows for the prioritization of applications 
running on the server. There is memory pro- 
sir. j tection for added fault tolerance, virtual mem- 

m B- i I ory for increased performance and an inie- 
grated debugger. Combined with the new file 
system, the server-side performance of 
ConMleOne screen NetWare 5 will be hard to beat. 

NetWare 5 also includes two products: 
Netscape's award-winning FastTrack Server and Oracle’s OracleS. 

The FastTrack Web-server software is designed for individuals and workgroups 
to deploy intranet solutions quickly. Most companies will want to upgrade to 
Enterprise Server. The transition is straight-forward, since both products share com- 
mon features- 

The five-user version of OracleS bundled with NetWare 5 pro- 
vides an application platform for immediately developing and deploy- 
ing network computing solutions — including Java applications. 

NetWare 5’s new back-up utility features protocol-independence, 
much needed scheduling capabilities, Windows 95-based GUI, 
autoloader support and centralized management using NDS- 

In Novell's attempt to attract developers. NetWare 5 fully expos- 
es its network services through a complete set of APIs. Using Java, 
developers can write object-oriented, multi-threaded and dynamically 
linked applications. Also, NetWare 5 includes and supports the 
Common Object Request Broker Architecture (CORBA) ORB, 
VBScripi-compatible NeiBasic interpreter. JavaBeans for NetWare, 

JavaScript and Perl 5. 

Novell is gambling that this is the right mix of technologies to 
take the company into the 21st century. As a reviewer. I’m impressed 
with the direction the company has taken and would recommend 
NetWare 5 without hesitation. Novell has succeeded in replicating the 
performance and plug-and-play features in IPX into their TCP/IP plat- 
form. The company has maintained full support for legacy customers 
while providing full compatibility, interoperability and upgrade capa- 
bility with TCP/IP. Novell’s directory service, NDS, continues to lead 
the market in scalability, ease-of-use, single-point-of-admini.siration 
and cross-platform support. With NDS for NT, and adoption of ADSI 
(Microsoft’s interface for Active Directory), Novell realizes that to 
keep leadership, it must embrace and support competing technologies. 

Under the direction of Eric Schmidt, the company has placed a major 
emphasis on Java to augment the NetWare Loadable Module (NLM) 
architecture, which is showing its age. The question here is: will Java 
really take off/iake hold soon enough for Novell? tW 

Stephen Ibaraki is a teacher, researcher and coordinator at Capiiano 
College, and can be reached at sibarakit^capcollege.bc.ca: The 
college and its faculty have ACE. CAFCE. CIPS. Microsoft, Novell, 

IBM and Intel partnerships and cerlificaiions. 


like Jave ttiet can be distributed across the network. 

CCW: Whet forces led your company to collaborabon with 
Oracle? 

fcA/n/dt.'Novall and Oracle contiiwe to deliver the most man- 
agseble. scalable and top- performing database solut'on avail- 
able for a broad range of applicabens. Integration of OracleB 
with NDS makes it easy for customers to manege database 
access and the entire network from a single location and 
login. Novell and Oracle are also moving toward server-based 
Java applications together, putting infrestructure In place to a 
support a new generation of obiect-baaed solutions. 

CCW: Some say Java is becoming fragmented — perhaps 
impossible to control. And yet your company has embraced it 
to where you’ve taken a point position. Where do you see 
Java going In tha short-term and In the long-term? 
SchmidtiThare is strong consensus on Java from the vendors 
making the strongest commKmants — Novell, Sun, IBM, 
Oracle, Netscape, and thousands of smaller ISVs. Micrasotl's 
direction is desktop-centric and cariies no risk for Novell, 
bacause our focus Is on deploying Java on middla-tier 
servers. Arguments about the Java brand ara not nearly so 
important as the new value that the Java technology delivers 
for developing and deplo^ng netwcik applications. IBM Is 
dedicating over 2,700 people to Java development and Java 
projects are underway at apprciimately two-thirds of all 
larger corporations. Novell Is committed to Java lor only one 
reason: because it will make networks work better for our 


CCW: He 


w do you uniQuety differentiate your company, its 
products, and its current market position? 

Schmidt Our goal Is to become the global leader in Internet 
software. Novell products make possible completely new 
classes of activities anC categories, of applications over Intel- 
ligent, interconnected networks. till' 


‘Get yer 
yay, yah’s 
out.' 


For more information on the Merisclling ’98 show, 
call coll free 1-877-MERISEL. or visit our web site at 
www.meriselling.com to register. 
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I I seems 1998 is destined to be the year when DVD technology went from a promising new medium to a vigorous, 
medium-sized market. And 1999 seems likely to be the year when it will go from one among many new storage 
formats to the de facto standard for high-capacity data storage and multimedia playback- In this article, we'll look 
at where DVD is today, and where the main opportunities are for it in the next year-and-a-half. 


W-. 


The Story So Far 

DVD (most properly referred to as Digital Versatile Disk, but also widely known as Digital Video Disk), is an optical 
storage technology that allows ai least 4.7GB of digital information to be stored on a CD-sized disk (future enhance- 
ments will allow this data capacity to be expanded several times, over the next decade). Of note. 4.7GB is the 
equivalent of about 3,000 floppy disks, or about seven CD-ROM disks. This multi-gigabyte capacity enables a 
^ host of potentially attractive new applications to be developed using the DVD medium. The most obvious is 
^ ' , digital video. The 4.7GB storage capacity can hold an extremely high-resolution, high-quality feature film 
in MPEG-2 digital video format on a single DVD disk. With the older. 650MB CD-ROM formal, there was 
’ not enough storage capacity to store a full-length movie in high-quality video format. CD-ROM video 

■ . titles were in a much lower resolution, blurry MPEG I format, and offered little advantage over the stan- 

dard VHS tape format. DVD. by contrast, offers a premium viewing and listening experience for con- 
sumers: better-ihan-laser-disk imagery, with theatre-quality Dolby sound. 




Apples and Oranges 

In theory, all DVD disks are created equal, but in practice there are important differences, based on the 
platform on which they're being played. One distinction made between DVD varieties is DVD- Video 
' and DVD-ROM. DVD- Video can be played on either a PC-based DVD drive, ora DVD player, the kind 

that is hooked up to a TV set and resembles a VCR. DVD-ROM titles aren't of much use to a DVD play- 
er. because it isn't a personal computer — it doesn't have the operating system, mouse, keyboard. RAM 
and other elements needed to run Window.s or Mac software. Given that limitation, the DVD format, when 
run on a PC, is fully compatible with any kind of interactive multimedia authoring. It's possible to add mul- 
tilingual sound trucks to DVD movie titles, plus special, extra “director's cut" footage, documentary footage, 
theatrical trailers, and other cinema-lover's treats. DVD control utilities make the interactive elements as easy to 
manipulate as a VCR or a video game. 

The DVD format can also be used for awesome 2D and 3D-interactive games and educational titles, incorporat- 
ing lavish video and audio elements. DVD drives can be incorporated into PC.s, as a kind of "super CD-ROM," or can 
be built into a DVD player, analogous to a VCR or laser disk player. 

Early “tlrsi-generation" DVD drives attd stand-alone players began lo ship in very small volumes in 1996. Sales 
jumped quickly in 1997 and are expected to climb .sharply throughout 1998. Nevertheless, retail computer dealers 
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found ihal the new DVD technology, particularly that which wa\ 
offered on PCs, suffeivd from many of the usual teething troubles of 
new technologie.s. It is only as these limitations are overcome that 
DVD will reach its potential a.s a nearly universal storage and playback 
technology. 

Still Bugs in the System 

The first generation of DVD drives made for PCs in 1997 were expen- 
sive (around $700 to $9(X)), had many unresolved compatibility issues 
with CD-ROM and CD-R formats, were difficult and time-consuming 
for either a reseller or an end-user to install, often had no video output 
to a TV set. and had a very small library of DVD software lilies avail- 
able to play on them. 

Whereas early DVD drives requited a high-performance MPE02 
decompression card to handle the processing load of decompressing 
and playing full-screen, high-quality digital video, the increase in per- 
sonal computer CPU power over the last two years has meant that cur- 
rent PCs don't need the expensive decompression hardware anymore. 
Software MPEG 2 decompression utilities, offered by companies like 
ATI, will do the trick. As well, current MPEG 2 playback software has 
smoothing routines that make the video playback beautiful to watch, 
without the former problems of jittering and pixelization. The elimi- 
nation of decompression hardware, and increasing economie.s of scale, 
has reduced the prices of hare bones DVD drives to as little as S220. 

In.slallation also became easier, and DVD drives simply don'l 
make it to market anymore, unless they support multiple video uutpul 
formats (typically RGB for computer. NTSC composite (TV frequen- 
cy) and S-video. Also, the number of DVD titles is as high as 8.000 at 
lime of writing, and growing. 

All Over But the Shouting? 

Resellers can't declare victory and bury the venerable 650MB CD- 
ROM drive just yet. however. The CD-ROM drive will remain the 
■Standard on the existing installed ba.se of multimedia PCs sold before 
1998. Most of these older PCs are not natively powerful enough to 
play back MPEG-2 movies without an expensive decompression card- 
There will be a certain market for DVD upgrade kits with hardware 
decompression from companies such as Creative Labs, but Ihal market 
will represent only a small percentage of u.sers of older PCs. For the 
future, though, consumer desktop PCs based on Intel 3()0MHz and 
faster processors will contain a significant percentage of DVD drives, 
in the business market. DVD drives are not likely lo appear in quanti- 
ty in the foreseeable future, except in specialized applications such as 
training, sales, presentation and archiving. But quality needs to be 
addressed on DVD software, ns well as on video and audio peripher- 
als — such as monitors, TVs and stereo audio systems, Much DVD 
software is still what used to be called “shovelware" in the early days 
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The Copying and Copyright Conundrum 

Copyright owners of films were highly resi.siani to putting their movie 
libraries out on ilie market in high-resolulion DVD format, because it 
would make it very easy lo tape first-rate copies onto home VCRs, To 
counter this, a sophisticated range of copyright enforcement technolo- 
gies are incorporated into all DVD drives. These include geographic 
zone settings on drive.s, to en.sure that disks from one international 
movie licensing region can't be smuggled and played on a drive in 
another region. Also, DVD data is encrypted, and can't be decrypted if 
it has an incompatible encryption key. As well. DVD players and disks 
use a technology called the Copy Genemiion and Management System 
(CGMS) which varies the brightness of an unauthorized copy of a 
DVD movie on a VCR. making it unpleasant to watch. There arc actu- 
ally a number of ways to get around CGMS. particularly with a video- 
compatible PC (using a TBC or Time Base Corrector card, for exam- 
ple). but for all practical purposes, the copy-protection schemes on Ihe 
DVD players and DVD-ROM disks make it more trouble than it is 
worth for consumers. 

A truly obnoxious :ind intrusive DVD copyright protection and 
royidiy payment scheme called Div-X (promoted by a Hollywood 
copyright lawyer) seems to have died a well-deserved death. Div-X 
would have essentially rented DVD movies to their purchasers, requir- 
ing that a royalty payment be made on each viewing, via a modem 
connection to the payment collection service from the DVD player or 
PC. A belter way to strangle the growth of the DVD medium would be 
hard to imagine. 

Next Generations 

DVD technology has the potential to evolve in the coming years to 
accommodate up to 17GB of storage in a double-sided, double-layer 
format, while being hackwards-compaiible to older DVD and CD- 
ROM formats. A.s well, affordable, rewriteable DVD drives (DVD-R 
or DVD-RAM) are another major objective of DVD research. Also in 
the future is a strong library of DVD software titles in categories other 
than movies. DVD offers great potential as a mass-archiving medium, 
und for interactive training and learning programs, and for all kinds ol' 
games. As the installed base of DVD drives in PCs grows, more devel- 
opers will risk the investment in the kind of creative product develop- 
ment for which DVD has potential. 

Opportunities for Reseliers 

DVD is still not always an easy sale. Despite the existence of excellent 
second-generation DVD upgrade kits such as the Creative Labs 
PC-DVD Encore Dxr2, there is still resistance to DVD as a mysterious 
and expensive new toy. Many con.sumers still need to be educated 
about the great audio and video features that differentiate DVD from 
CD-ROM. Due to the extra price tind complexity. DVD is not yet an 
automatic choice for new PC buyers. Many resellers need to be able lo 
show the advantages of DVD, and this often requires non-standard 
demonstration equipment such as a home-lheaire-siyle large TV and a 
good sound system. 

However, if resellers do their homework on memhandising and 
selling the DVD technology, it is possible lo upsell a worthwhile seg- 
ment of your customers to the DVD experience. This opens Ihe door 
for the sale of high-quality, large-format monitor.s. plus audio systems, 
and the beginning of the customer'.s DVD library. 

For more information on the PC-DVD Encore Dxr2, contact: 
hllpMiwwsoiiiulhlu.uT.coiii. 

Jejf Evans is Associate Editor of Canadian Computer Wholesaler. He 
can be reached at je£@tcpon.com. Cffl 
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computer equipment for the Canadian market-place. 
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across Canada, you have one, and only one, choice — CCW LAB TEST. 
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Opportunity, 
overkill or 
neoessory evl 


by Paul Weinberg 


Resellers get hit upon regularly by a host of suitors. 

“Every vendor wants a piece of what we do.” reports Roger Vanderbcck. 
president of the LAN Shoppe Inc. in Toronto, whose network businew is the tar- 
get of high-end and specialized vendors seeking attractive new channel partners. 
“We get all the router, switch and hub manufacturers. Everybody wants us to 
exclusively sell their product, which isn't practical for us to do.” 

The LAN Shoppe sell.s and supports products from Her One vendors in net- 
working. It is a highly technical, nine-person operation, with the owning partners 
personally taking all the courses required by their suppliers to ensure they are up 
to speed on the latest versions of their core offerings. Vanderbeek recently spent 
a weekend in Whistler, B.C.. with other Bay Network VARs for a session that 
included training and a ccrtirication test. "It's not just a cake walk.” he says. 

But he doesn't mind because the course is brief and on the weekend. 
“Everything is organized for you and you don't have to take time off work." 

But there are other vendor programs, geared for the already qualified tech- 
nicians, that cun be a complete waste of time, says Vanderbeek. “A lot of the 
training courses that we have attended in the 
past have been marketing fluff things — 'Rah. 
rah. OUR is the best and here’s why.' 1 don’t care 
about that. I just want to know technically how 
to install, and support [a new product.].” 

VendoR understandably want their chan- 
nel partneR as qualified and up-to-date on their 
products and technologies as possible. That 
generally involves continuous training and cer- 
tification of the VAR's technical staff, often on 
an annual basis. But a small reseller operation 
cannot always afford to have its specialists 
continuously offsite in a classroom, instead of 
serving and billing clients. Also, the fees for 
the courses range from $200 to $700 per day. 
although in some cases vendors will reim- 
burse leading resellers through co-op advertis- 
ing programs and other initiatives. 

Some forms of training involve experi- 
mentation where the vendor allows certain 
resellers to linker with new equipment on their 
own premises and become more familiar with 
it. "1 would say the guys learn far more valuable information by simply playing 
with the equipment and testing it out. whether it is in-house or on a client's site 
in a real environment rather than a non-real world classroom," says Vanderbeek. 


TRAINING 


The rule of thumb for the LAN Shoppe is that it has no difficulty 
having its technical staff immersed for a week at a lime in courses for 
products that iu^ critical to its success. But generally speaking, this 
reseller prefers shoil half- or whole-day training sessions for most 

"Whomever comes up with the easiest training program or the 
one that we can fit into our schedule is typically the one we are going 
to recommend," says Vanderbeek. 

On the other hand, resellers cannot afford to be totally exclusion- 
ary. says Albert Daoust. director of special projects at Toronto-based 
Evans Research Corp. "It is simply very difficull to .sell one line of 
servers, or just one network operating system. So you invariably are 
gelling some low volume lines, where the time and expense of train- 
ing Stans to kx)k onerous." 

Enormous training expenses sian looking like an albatross around a 
manufacturer's neck when products stan to falter in the market-place. 

Apple faced that scenario, adds Daoust. when some of its 
resellers realized il made no financial sense to keep up with this ven- 
dor's ccnificaiion requirements- "That is why some products fall out 
of favor very quickly." 

Leading vendors, including Microsoft. IBM and Cisco have sought 
10 alleviate the time pressures on the VAR technical staff with the alter- 
native option of computer-ba.sed training, which employees can do on 
their own time. Tliai has come to be known as "incidental" learning in 
the industry. IDC Canada predicLs in a recent study that the split 
between insinicior-led courses and computer-based training will be 
roughly 50:50 after the year 2000- 

Classroom instruction is most valuable in the 
initial certification, says Cun Skene, training and 
ccnificaiion program manager at Microsoft Canada. 
"I suggest especially with someone coming in for 
the first time [that] finding a good grasp of these 
skills, the interaction of being in a class working 
with the instructor and other classmates is the 
strongest approach." 

Microsoft has made il generally mandatory that 
its cenified specialists on various products, includ- 
ing NT. upgrade Iheir skills annually at one of its 
authorized ihird-pany training facilities in a five-day 
course- However, il recently loosened the rules 
somewhat for those with recognized expertise in the 
competing NetWare network operating system. "We 
had a ton of resellers saying: 'I really don't want to lie them up for five 
days. This person is a CNE (certified Novell engineer), He's been liv- 
ing the network for three years. And you are going to hold him hostage 
for five days."' says Skene. 

Another way to handle expenses is to have training conducted on 
a staggered basis, says Paul Maasland. president of the Toronio-ba.sed 
Daedalian Networking Services. A larger 200-person operation, it will 
have the more junior technical employees re-certified first for newer 
offerings while more experienced people with older certifications 
remain responsible for previous product lines. 

Extensive training cements the exclusive reluliunship that the 
vendor has with its resellers. It can lead to situations where resellers 
can only afford to sell and support certain products. "Once you spend 
your wad on a particular vendor you are a lot less likely to be floating 
around." says Vanderbeek, 

Resellers are "stuck,” at a time when the trend in the computer 
industry is towards greater openness and flexibility, says Keith Ellis, 
vice-president of services research for the International Data Corp. 
(Canada) Lid. On the one side are the major vendors expeciing a lot 



Bob Pritchard argues 
that a non-vendor 
standard requirement 
for specific technical 
skills in the computer 
industry might be 
preferable." 


from their business partners in return for 
an exclusive relationship. At the same 
lime, end-users are demanding access to 
a broad line of offerings in areas like 
networks, databases and the Internet. 

Kingston. Onl, -based consultant 
Bob Pritchard argues that non-vendor 
standard requirements for specific 
technicul skills in the computer indus- 
try might be preferable and would get 
around this conundrum. Some training 
companies have done a fair amount of I 
work establishing such cenification, 
but “it is pretty new and not widely 
recognized." 

Standardization makes a lot of | 
sense in Web solutions where vendors 
come and go, says Bill Brown, director 
of product development at a Toronto 
training company. CD! Education Corp. But, he adds, in non-vendor 
certification for any product area the instruction process might be 
more costly and time consuming since il entails a broader knowledge 
of a technology. 

The response from the vendors is mixed. Liz Rome, IBM 
Canada's program manager for PC partner skills, seems open to idea 
of standard cerlificalion. 

"That is a very interesting question. Certainly something to think 
about. I haven't thought about it before from that depth." 

Bui Brent Rebus, Canadian channel operations manager for Cisco 
Systems sounds more skeptical. He states that his company's certifi- 
cation programs for the design and installation of Cisco products are 
already "recognized” at the public and post-secondary education level 
for establishing basic networking competence. 

In turn. Daoust defends the vendors for their strict certification 
requirements, suggesting they are “entitled" to have people who can 
install their products in a professional manner. Also, he adds. PC man- 
ufacturers. in particular, invest heavily in technical support, even if 
the de.skiop business is not especially profiiabie at the moment. He 
adds that a reseller specializing in Novell, for instance, is able to dis- 
tinguish il.self from the competition with certification that is both "hard 
and expensive." 'm* 


Paul Weinberg u 
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a Toronlo-area Joumalisi who specializes 
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I Samsung will mass-produce small ORAMs 

I Samsung Electronics Co. Ltd. has announced the start cl 
I mass-production of ORAM (dynamic random access 
memoryl chips based on the micro bal! grid array IB6A) 
package. 

The new chips are around 30 per cent smaller than 
existing chips, said Samsung. 

Until now, mass-produced chips have been encased in 
plastic because the micro BGA devices required special 
processing, explained Samsung. 

The new chips can be used as replacements for exist- 
ing devices, including both centre and edge-pad chips. 
Compatibility with cen^e-pad chips makes them easier to 
Integrate into communications handsets, which will also 
benefit from the reduction in size and weight. 

Samsung said It expects to see the chips used in a 
wide variety of handheld communications and computing 
devices. 


NEC Intros light SVGA projector 


NEC Visual Systems has introduced the 
Multisync LT80, which it claims is the 
world's lightest end brightest portable 
SVGA projector, weighing in at less then 4.5 

kg- 

The projector incorporates advanced 
single-chip digital light processing display 
technology and is suited for travelling busi- 
ness professionals who are often called 
upon to give presentetions. 


The LT80 offers compatibility with 640 by 
480 IVGA), 800 by 600 (SVGA), 832 by 624 
(Mac), 1,024 by 768 IXGAl, and 1,152 by 870 
(Mac) pixels, using NEC's AccuBlend intelli- 
gent pixel blending technology. 

The projector is extremely compact, 
measuring just 20.4 by 26.8 by 8.5 cm. For 
International travellers, the projector offers 
a universal power supply and accepts PAL, 
NTSC, NTSC 4.43, and SECAM signals. 


Fujitsu, Nihon Sun. and user group 
promota Java technology 

Fujitsu Ltd., Nihon Sun Microsystems and the 
Leading-edge Systems Users Group ILS-KEN) 
have agreed to cooperate in the development 
of systems, including mission critical systems, 
using Java computing technology. 

The companies will undertake activities such 
as case-study groups, joint forums and technology 
exchange meetings to promote the use of Java to men 
bars of the Leading-edge Systems Users Group, which includes more 
than 300 corporate users. 

Some of the corporate members of the user group will also advise 
Fujitsu and Sun on corporate systems development and operational 
requirements from the useris point of view. 



Lucent establishes Bell Labs technical centre in China 


centre will concentrate on development of software for 
operation and management of communications products and net- 
work for the Chinese market. 

It will be headed by Dr. Tse Lin Wang, research and devel- 
opment vice-president of Bell Labs China. "We plan to have 
this RTC grow into a global centre of excellence for research 
and development activities," said Wang. 

The statement was echoed by Or. Carl Hsu. communica- 
tions software acting group president, "We envision the RTC 
will become one of the major 
research and development centres ^ 
of communications software in 
world, with a focus on 
Aslan/Pacific markets." 

Lucent will invest {about USS25 
millioni in the development of ci 
munications software at the centre 
in the next three years. 


Computer Associates International Inc. is shipping a 
Japanese version of its Unicenter TNG enterprise manage- 
ment software. 

With localized menus and support for the Japanese dou- 
ble-byte character set, the new software is already attracting 
customers, said Computer Associates. Among them is Sega 
Enterprises, which is using the system to manage its amuse- 
ment facilities/shop management system, and Nippon Steel 
Information & Communication Systems Inc., which said it will 
deploy the system as its core system management solution. 

• CA has given its Japanese clients the ability to gain and 
maintain control over their companies' total computing envi- 
ronment in a powerful, simple and intuitive way, said Chua 
Tock Ling, CA senior vice-president and| 
general manager, in a company state-1 

• Unicenter TNG Japanese 
Version is intended i 
Japanese customers 
reduce their 



Chinese trading side a big hit 

A new Web site launched by China's Ministry of I 
Foreign Trade and Economic Cooperation (MOFTEC) I 
is intended to promota commerce with die country. It ' 
received more than half-a-million visits in its first 
week on-lina, according to the Xinhua news service. 

The new China Market Web site promotes Chinese goods and products in six 
major sectors: electronics and machinery, textiles, light industry and crafts, food- 
stuffs, native produce, and animal by-products, hardware, minerals, and chemi- 
cals, medicine and nutritional products. 

The report, quoted MOFTEC's China International Electronic Commerce 
Center director Xing Wei, who said the site, which opened on July 1, had attract- 
ed 562,000 visits in its first week on-line. 

China Market is on-line at hapy/wwm.chinamarketcom.cn. 
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total 

ownership — 
which is key to , 
surviving and pros- 
pering in today's 
highly competitive 
global market-place. 


Apple Computer inc. has released simprified and traditional Chinese versions 
of its QuickTime multimedia program. QuickTime 3 allows users to capture, 
edit, and playback a wide variety of digital video and audio content 

The latest version of Quick'fime advances video and audio capabilities 
by including new compression technologies, virtual reality integration, and 
support for more than 150 video effects and 200 MIDI (musical instrument 
digital interfacel-compatible sounds and instruments. 

In total, QuickTime 3 can play back more than 30 different audio and 
video file formats and offers real-time streaming of digital content over 
the Internet, allowing Web surfers to view QuickTime movies from 
any Web server, without long download delays. 

QuickTime 3 Pro adds full screen video, video and audio editing 
iata compression for streaming delivery from any Web server. 
QuickTime 3 can be downloaded free of charge in traditional Chinese (Mac onlyl 
hnp.//mm.applB.com.tn/quicktime.whHe simplified Chinese (Mac only) is at http://www. 
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BUSINESS BASICS 


4evef Deadly Sias. 

when RunningYour Business 



To be successful as a reseller, it is helpful for you to understand where 
others went wrong. 

Some resellers do not optimiae their profit potential- Or. they 
have busines.s difficulties. Others lose the drive and challenge over 
lime, due to unexpected or prolonged stress. 

The reasons for business difficulties or failure are many. Tlie 
entrepreneur's personal limitations are the primary rea.sons. This 
includes, in order of priority; lack of personal qualifications to run a 
business, luck of experience in the line of business, hick of training, 
unbalanced experience, a poor business fit and poor decision-making. 
These limitations lead to; 

1. Money Mismanagement 

Money mismanagement is a common reason for business failure. 
Some of the typical problems small businesses encounter include: 
insufficient funds to meet startup and operating expense needs, cash 
flow problems, loo much debt, not enough money to grow, charging 
insufficient to make a profit, inadequate financial planning, poor cred- 
it and collection practices, and inadequate bookkeeping. Many entre- 
preneurs "bleed" the business by taking mitre money from the business 
that it can afford. It is important to save some of the earnings as a 
buffer for unexpected busines.s expenses or to reinvest in the business. 

2. Poor Marketing 

Many entrepreneurs simply don't know who their prospective cu.s- 
lomers are. They have not done their marketing research — have not 
identified their market, segmented it. or actively promoted it on an 
ongoing basis. They may have a grenl product or service, but if the 
message does not get out in an effective way to the key target group, 
the business will suffer accordingly. Preparing and following a realis- 
tic and aiiainable wrillen marketing plan is necessary. 

3. Mistaking a Business for a Hobby 

Many people enjoy what diey are doing, but never consider it more 
than a hobby. The object of operating a business, of course, is to earn 
a salary, recover all your expenses and make a profit. 

4. Failure to Evaluate Oneself Realistically 

The failure to make a frank assessment of personal strengths and 
weaknesses, needs and desires is a common mistake. You may find 
that your business requires skills that you do not possess, such as goal 
setting, decision-making and selling. Objective feedback from your 
family, friends, relatives and busines.s as.sociaies is necessary. 
Compensate for weak areas or areas ihal are of little personal interest 
by hiring eonsulianis, independent eonirneiors. and employees or 
bringing in suitable partners. 

5. Failure to Set and Revise Coals 

Goals or objectives are not determined, or they are ineffective because 

58 I CANADIAN COMI>UTtRWHOLESAlER August IMS /iKpytWww.rnwiMg.com 


they are not measurable, specific, or realistic. One 
should consider optimistic, realLslic and pes- 
simistic scenarios. That is the upside potential and 
downside risks. Preparing a business plan is ti 
essential part of goal setting. Failure to reassess 
goals can create serious problems. Various direct 
and indirect factors can affect your goals and 
require them to he modified in order lo remain 
viable and effective. Many problems can be pre- 
empted by being anticipated as potential risk, with 
fallback contingency options. This analysis 
should be done on a regular basis. For example, unexpected problems 
could occur such as the illness of the owner, new competition, overly 
ambitious timetables, supplier delays, increase in lending rates, or lo.ss 
of a major client. Revising goals will ensure your business continues 
to grow despite unexpected obstacles. Reviewing the targets you have 
met can provide an important sense of accomplishment, self-confi- 
dence. and mulivaiion to continue. 


If 

by 

Douglas Gray 


6. Lack of Competent Professional Advice 

Many people select the wrong advisor or don't lake advantage of pn)- 
fessional advice when they should. It is important to have a strong 
team of experts you can rely on who know your business. Tliis 
includes an experienced business lawyer who can become familiar 
with your type of business, and a professionally qualified accountant, 
who is lax-smart. Be sure to deal with a chartered accountant (CA) or 
certified general accountant (CGA). Comparison check by speaking to 
various accountants before you decide on whom to rely for advice. 
Tlicre can be a considenible range of competence and street-smart 
experience, so you need to be selective and monitor the quality of the 
advice as your business needs grow. Remember Ihal every business 
decision involves a legal and lax implication. 


7. Lack of Commitment 

Personal motivation and desire lo stick with the objective, regard- 
less of the normal ups and downs, is essemiai. Some people give up 
their commiimeiil uxi easily if the goal is not attained quickly and 
without difficulty. 

There are many other factors that can lead to business problems 
or worse, such as selecting the wrong partner, poor lime management, 
mariial or health dirficuliies and so on. However, the above list covers 
.some of the most common pitfalls to tivoid. 

Diniiihis Cray. LLB. I'.r a Vaiiciiuwr-ho.yed iwpiTl on .wuill hii.tiiw.y.'s. 
Formerly a iniiru.yiii.i; kmyei: he is nine a eonsiiluinl. .speaker am! 
iiiilhiir aj 16 hesi-.selliii^ Inxiks. iiiellidiiig The Complete Caiuuliiui 
Small Husiiw.y.y Guide (MeCraw-Hill RyersnnI and Start and Run a 
Prqplahle Cimsidtinn Business and Shirt and Ran a Ba.yiiiess Ihing 
Yoiir Compuierf Self-Coim.sel Press). 




TECH TALK 


Column I 


I ronically, ai almost the same time the U.S. government announced it 
was investigating chipmaker Intel for monopolistic practices, one of 
Intel's competitors announced its latest and greatest CPU. 
Advanced Micro Devices {hiip://wwwMinJ.cum) officially 
launched its K6-2 processor at Atlanta's Electronic Entertainment 
Expo, releasing 300MH7.and333MHz models, with plans to boo.st per- 
formance to 350MHz and eventually 4(X)MHz in the third and fourth 
quarters of the year. (Intel Pentium lIs are already available at 
400MHz.)Thenew product line features a number of enhancements in 
addition to raw CPU speed. 

This chip marks the first time that one of Intel's competitors has 
gone beyond simply cloning the feature set of an existing Intel prod- 
uct, The K6-2 is the first chip to offer 3DNow. a set of multimedia and 
3D enhancements that go well beyond 
the MMX instructions offered by Intel 
and current clone-chips. "For the first 
time AMD has introduced a proces.sor 
that is differentiated not solely by 
megahertz or price but by innovative 
technology that delivers a new level of 
3D performance and realism." said 
S. Aiiq Raza. AMD executive vice- 
president and chief technical officer. 

The 3DNow instructions will also be 
available in upcoming chip.s from Cyrus 
and Centaur, as well as AMD. 

While Intel is working on a similar 
set of 3D insimetions. they will not be 
compatible with 3DNow. The result is :i 
window of opportunity for Intel's com- 
petitors, where they will be offering 
products that are. in this way at least, 
more advanced than Intel's offerings. 

But there is a catch — 3DNow. like 
MMX, only provides improved perfor- 
mance in software written to lake advan- 
tage of it. Microsoft has promised support for 3DNow in its next-gener- 
ation DirectX 6.0. As a result, any programs (primarily games) wrillen 
to use DirectX 6.0 will automatically provide 3DNow support. Software 
written to take advantage of the OpenGL 1 .2 and 3DFx Glide program- 
ming specifications will also support 3DNow. 

3DNow offers 21 new processor instructions, characterized as 
Single Instruction Multiple Data, directed at speeding up the interaction 
between the CPU and a 3D accelerator card, tind promising to deliver up 
to four floating point instructions per clock cycle. 

In addition, the K6-2 will, like the newest Pentium 11 offerings, 
support motherboards running at lOOMHz bu.s speed.s. This results in 
increased performance across the board, not just for CPU-intensive 
tasks. Expect performance increases of 15 per cent or more, from a 
lOOMHz motherboard. (Note: best performruice at KXlMHz, regardless 
of the CPU. requires faster RAM, which is currently more expensive 
than RAM that only has to keep up widi 66MHz motherboards. ) 

Like the predecessors from AMD and the other [me! competitors, 
the K6-2 relies on the Peniium-siyle Socket 7 design, but the new prod- 
uct will require an updated version, known as the Super? Platform. 
Along with the high-speed bus. Super? designs will support AGP graph- 
ics adapters which, until now, were only avuilable in designs based on 
Intel's Slot I for Pentium II and Celeron processors. 

Despite the enhancements. AMD's product continues to lag 
behind Intel's Pentium II line in a number of ways. While AMD claims 
the K6-2 will benchmark as much as four limes as fast as a Pentium II 


AMD's K6-2 Challenges Inte 



in 3D-iniensive operations (with properly written software), and while 
its integer inslniclions (used in typical business .software) are compa- 
rable to the Pentium II's, the K6-2 remains inferior to the Pentium II 
line in running standard floating-point insiruclions, lagging behind by 
as much as 50 per cent on standard benchmark tests. 

As a result, many popular games that have not been written to take 
advantage of the K6-2's new insiruclions will run better using Iniei iron. 
Even Intel's low-priced Celeron offers all the fioaling-point power of a 
full Pentium II (pointed out by reader Art Prufer). 

And while, given a lOOMHz bus (and high-speed RAM) sys- 
tems built around cither a Pentium II or a K6-2 will access memory 
at full hus speed, a Pentium 11 has the .speed advantage because it 
acce.sses ii.s L2 cache. The cache built onto the Pentium H's cartridge 
is accessed at half the processor speed 
— 17.5MHz for a 350MHz proce.s.sor. 
On K6-2 systems, the cache is on the 
motherboard, and is accessed at the 
motherboard's speed — lOOMHz. 
regardless of the processor speed. In 
many case.s. the difference in cache 
speed will result in a noticeable differ- 
ence in overall system performance. 

Recently, a shootout wa.s set up 
between similarly priced K6-2 and 
Pentium II sy.siems, comparing perfor- 
mance on a number of culling edge 
games. (luip:/An\\v.h(irdHareceiilral. 
conifeaiitres/anitl/). Rather than com- 
paring systems with the same speed 
processors and motherboards, the test 
team pul a 333MHz K6-2 on a lOOMHz 
motherboard up against a 300MHz 
Pentium II in a66MHz motherboard — 
this enabled them to compare systems 
roughly at the same price-point. (The 
lOOMHz BX motherboard required for 
the higher-speed Pentium II .systems costs about twice as much os the 
66MHz LX boards, which are about the .same price as the Super? 
motherboards). They used pre-release versions of DirectX 6 und test- 
ed games such as the upcoming Quake 2. offering 3DNow Support, as 
well as others that lacked such support. 

Rc.sults showed about 10 percent better performance for the K6- 
2 when running games (such as Quake 2) offering direct support for 
iLs features. When software support was not built into the game, 
3DNow .still equipped the K6-2 for more or less parity with the Intel 
system, evidence of the efl'ects of DirectX 6. 

AMD believes that it has overcome the production difficulties that 
have sometimes limited supplies of its processors; all K6-2s are being 
produced on .25 micron wafers, offering increased yield. 

Looking for still more evidence that the market has opened up 
more fully for Intel's competitors? With HP's announceineni that it will 
ship AMD CPUs in some of its Pavilion-series computers, virtually all 
of the major brand name computer manufacturers offer one of the non- 
Intel processors in at least part of their product lines. 

And with the K6-2 as the first non-lnicl 80x86-type CPU to go 
beyond Intel's feature set, there's evidence the one-time doners arc no 
longer content to slay a generation behind Intel. Nor will ihey aim sole- 
ly for the bottom end of the market. tw 

Alan Zimmn is a computer journalist ami teacher, living in Mmcimven 
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A digital camera for $69.95? 



With more then two million digital cameras sold in 1997, 
that product category has finally passed a kind of water- 
shed. Digital photography is now a vigorous and general- 
ly accepted imaging medium, used by vast numbers of 
genera! consumers, business professionals, and even pro- 
fessional graphic artists and photographers. The digital 
camera, in short, has arrived. Two recent new digital cam- 
eras Illustrate the diversity and high price/performance rati' 
prevailing in the digits! camera category. 

Nintendo has developed a SS9.95 digital camera system for 
its handheld Game Boy entertainment device, which uses the 
Game Boy’s processing, display end power systems to help 
keep the cost of the camera system down. The camera itself is a 
simple digital video CCD chip camera, anclosed in an eyeball- 
shaped plastic sphere, which plugs into the cartridge slot on the 
Game Boy unit The camera has all of its software built-in, like a 
vidaogame cartridge. An optional S79.9S monochrome printer allows 
the user to print images out on paper that is about 1.5 inches wide. 

Video images ere digitized in real time and displayed on the Game Boy's 
monochrome LED screen. The device is operated with the Game Boy's 
built-in game control buttons. The software options are remarkably flexi- 
ble — you can put digitized images into pre-set “rock videos' end customize them 
with a variety of graphic effects. Essentially, this device is suited for taking portrait 
shots of people and then manipulating, modifying and animating them in generally 
humorous and often quite creative ways. The limitations of the system are pretty obvi- 
ous: monochrome only, low resolution and no way to move files to a personal comput- 
er. But in terms of the fun/dollar ratio, it’s unbeatable. 
See http://mww.nintendo.com. , 




Toshiba of Canada, Information Systems Group (ISG), in 
Markham, Ont, has added two introductory products to its 
Satellite family of notebooks — the Satellite 330COS and 
\ the Setelllte 33DCDT. 

With B 266MKZ MMX Intel Pentium, the Satellite 330 
, Series starts at an SBP of S3, 459. The series Incorpo- 
s an Integrated 20X maximum speed CD-ROM 
drive, 32MB RAM expandable to 160MB. a floppy 
diskette drive and a 3.82GB hard diskdrive with a 13- 
millisBcond average access time. 

Both the Satalllte 330CDS and 330CDT 
feature a 12.1-inch diagonal display. The 
33QCDS Satellite offers an enhanced 
STN Color LCD display. 

' See http//mww.toshiba.c9 


or 64MD SDRAM standard options, 810MB, 2.1GB or 3.2GB hard 
disk options, lOBaseT and lO/IOOBaseT connections, a parallel port 
sarial port and IrDA support. Pricing starts at US^69. 


Motorola delivers CPV5300 


Motorola Computer Group IMCG) of 
Canada says it has the first CompactPCI 
Single Board Computer using Intel’s 
recently announced Intel Pentium II 
processor mobile module. Motorola’s 
CPV5300, which integrates CompactPCI, 
is aimed at telecom central office and 
customer premises equipment, adjunct 
procBssors, voice and video communi- 
cations, computer telephony, interactive 
voice response, wireless infrastructure 
and high-end industrial control. 

Its. the CPV5300 Incorporates a 233MHz or 
:66MHz Pentium II processor, 512K L2 cache, the 440BX chipset and 
ip to 512MB of DIMM memory. The board includes an Ultra-SCSI 
ring the 1740 graphics accelerator with 
jfional on-board _ 


PrimeConfigurator configures custom quotes 



C.E.I.D. Corp. of Montreal, is shipping the RDC-4300 digital camera, including software for 
manipulating images, for Web pages, presentations, documentation and reports. 

Priced at $1,299, the RDC-4300 produces images up to 1,280 by 960 pixels per image 
ISXGAI. It also features swiichable resolution, providing either 1,280 by 950 or 640 by 480 
pixels per image. 

See http://www.CBid.com. 


PrImaView Inc., a Dallas Internet development firm specializing in database-driven 
technology, says PrimeConfigurator & PrlmeCatalog allow distributors and resellers 
to automatically configure and instantly quote pricing ort custom computer systems 
as well as computer parts, peripherals and software. 

The access interface allows licensed resellers of a company’s products to log- 
on to the site and view the distributor prices on-line. The reseller can then mark up 
the prices instantly and send them to potential customers. Non-licensed users, on 
the other hand, will see the retail prices. 

Demonstrations are at http://www4.primaview.com/configurBtof. 


(N8| — LanguageForce Inc.’s Universal Translator Deluxe 
uses IBM’s ViaVoica speech technology software to translate 
spoken English Into 33 different languages. It includes full font 
and keyboard support, the firm says. 

The newly announced, real-world product handles 33 lan- 
guages. And It lets "English-speaking PC users communicate 
with the world through their Internet connection, a-mail or 
fax,' says LanguageForce. The firm says its Universal 
Translator Deluxe is the Rrst omni-directional translator, 
meaning It can translate from any supported language to any 
other, for a possible translation combination total of 1,056 lan- 
guage pairs. Some of the 33 available languages are Arabic, 
Chinese, Japanese, Korean, Spanish, German and Hebrew. 

Ian Simpson, CEO of the LanguageForce Inc., says the 
firm's mission is "one world, one language,' and this soft- 
ware is helping to meat that goal. 

The product Is priced at USS99. It is, of course, highly 
prone to incorrect grammar translation. However, optional 
modules for each of the separate languages can improve tiie 
translation. 

Sea hnp://mww.Languagetorce.com. [W 
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ConSyGen Inc. appoints CEO 


PC Does Group loteroatiaoal Inc. 
has formad a new division dedi- 
cated exclusively to the develop- 
ment and delivery of Internet soft- 
ware, and Craig Wallace has 
been appointed as president of 
this new initiative. 

"There is no doubt that we will 
have a significant advantage over 
other Internet start-ups," said 
Wallace, in a statement. "Having 
access tc established products, 
as well as the resources, distribu- 
tion channel and other 

benefits of a leading 
worldwide software orga- 
nization will enable us to 
grow eta rapid pace." 

Wallace 

and CEO of iStar Internet 
Inc., which was aeguired 
by PSINet Inc. earlier this 
year. He else held a variety 
of management positions 
at Microsoft Canada. 


ConSyGen Inc. has appointed Thomas Dreaper as president and CEO. 

He has more than 20 years experience in the computer industry, with firms that include IBM 
and Compaq Computer Carp., in a variety of sales and marketing roles. 

Dreaper seid. in a statement "I believe ConSyGen has demonstrated that their automated 
toolset sen correct the Year 20DD problem for many companies." 

CortSyGen Inc. is a Phoenix-based software company that provides conversion/correction 
services. The company’s ConSyGen 2D00(SM) software is an automated toolset that corrects 
dates in both source code and data. 



LANSource adds sales director 

Toronto-based LANSource Technologies Inc. has appointed 
Larry Price as director of sales, enterprise channel. 

LANSource is a developer of network com- 
munications software for fax and data appllca- 

Price will be based in the Kanata, Ont, off ce, 
and will be responsible for sales and marketing 
of network fax and data enterprise software to 
the federal government. Price previously held 
senior sales positions with NEC Computer 
Systems, Dell Computer Corp., Wang Canada 
Ltd., Harris Corp. and Northern Telecom Ltd. 



Bill Jones, vice-president of sales for Merisel Canada 
Inc., was named "Business Partner of the Year" by 
Campus Retail Canada fCBCI, which represents col- 
lage computer stores throughout the country. 

Jones was recognized for support of the alliance 
and ongoing efforts to secure a presence for campus 
stores in the computer retail market. 

The CRC "Business Partner of the Year" award is 
presented to an individual "who has made excep- 
tional contributions to the retail education industry." 
Nominations are based on outstanding service, 
understanding of the channel and ease ol doing busi- 

Hamllton, Ont.-based Campus Retail Canada 
ICRC) represents university and college campus 
computer stores across Canada. 



Mountain View, Calif.-based Reasoning Ir 
supplier of transformation software 
and Year 2000 solutions, has named 
Gerry Graham vice-president of 
sales for Canada. 

Graham will be headquartered 
in Newmarket, OnL, and will report 
to Reasoning senior vice-president 
of worldwide sales, Tom Doyle. 

Graham was previously vice- 
president of sales for Werner Motor Gerry Graham 
Co. in Toronto. He has also held positions with 
IBM Canada. Prime Canada, Unitel and Nextra. 

He holds a bachelor of englrteering science 
from the University of Western Ontario. 


alendar 


San Francisco 
Contact: IBM 

WipyAwni'te/ffl/pp.ifim com/,bmedij/conl/slor/ 


Sept. B-1Q 

Sipport Sanriea ConttraBW A Expo 

San Francisco 
hr^://wm.com(lexxom 


Best Software Canada Ltd. has appointed Ted 
Warning as manager of business development. 

His responsibilities Include developing the 
reseller chennel for Best products and services 
in Canada and developing strategic partner 
relationships with other software companies. 

Warning was previously the national sales 
manager of Toronto-based Magic Solutions 
International, and has more than 20 years of 
sales and marketing experience in the technol- 
ogy sector. 

Prior to Magic Solutions, Mr. Warning 
worked with companies such as General 
Electric and Inmac Inc. CM 


Aug. 14-1S — Toronlc 
Sept. 16 — Calgaiy 
Sept. 22 — Vancouver 
Oct. S — Halifax 
Oct. 14 — Montreal 
Meritellleg ‘S8 
hllp:/Mwu.meriselling.com 

Aug. 30 - Sept. 3 — Boston 
Oct. 11-15 — Orlando 
TEAR 2000 IMInp, 

Strategies awl SelstloRS 

tillp./Amv. (lci.com/bfOChuie/y2kbosoil/ 
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Sof^are Training: EamiljmtyJreedsLoya^^^^^^ 



T raining by software companies encourages 
adoption of their products, according to a recent 
study by International Data Corp. (Canada) Ltd, 
Moreover, that training investment develops customer 
loyalty and rai.ses interest in products. 


In "Leading Sofiivare Firms & The IT Training 
Market." IDC found 50 per cent of software firms 
stated they exclusively u.se partners to deliver train- 
ing. A total of 1 7 per cent of those surveyed said they 
do not use partners, while the remaining 33 per cent 
use a hybrid approach of both internal re.sources and 
partners to en.sure IT training services are delivered 
to customers. 

Almost 94 per cent of software firms surveyed 
had developed some form of certification program 
for their channel partners, and 56 per cent of these 
firms also created similar certification programs for 
their cu.stomers. 

IDC says the worldwide IT training and education 
market is expected to grow 1 1.1 percent, surpassing 
S28.3 billion by 2002. And the related training and 
testing market is estimated to reach $2.1 billion in 
2001. CW 

Iniernaliitnai Data Corp. (Canada) Ltd., in Toronto, 
can he reached at: (416) 369-<X>33. 


Reader Poll 

This issue: 

With high-quality printers and digital cameras on the market busi- 
nesses and consumers can manage the whole photo process with 
relative esse, resulting in quality images. But are the technology and 
the price point really hitting that sweet spot yet? 

Which most closely reflects your business? 

I I Consumers are now flocking to purchase dig'tal cameras. 


-mm 


Last issue, we asked: 

How receptive are your customers to buying computers containing non-Intel CPUs? 

You seid: 

60 % Most of my customers want only Intel-based computers. 

Z% My customers want computers with AMD, Cyrix or IDT microprocessors. 


1 7% <:‘t^h'’’Brs are most interested indie price of the systems, and don’t 

• * tv worry about the brand of processor. 


Win FREEt^software!! 


Congratulations 


Log into our Web she: http://www.ccwmag.eom. -V 0^0^ 

E-mail: ccw@itp.ca. or send your n-'ptiiiM '. and eommenis. by fax, to: (O04) 00o~2000 
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Information. Mobility. Power. 



> 256 Colour, 640 x 240 LCD Display 

> Easy Type^"^ Keyboard 

> 1 6 Megabytes Memory 

> Built-in 33.6Kbps Modem 

> Voice Recorder 


> Internet Access 

> Microsoft® Windows® CE 2.0 

> Image Editor 

> IntelliMigrate^^ (data transfer) 

> PC Card Digital Camera (optional) 





Welcomes you to Comdex Canada ‘98! 
Come by our booth (#830) to: 


Play our hockey game for a chance at winning a 
24-inch long plush stuffed Brutus (our mascot). 


Become a member of Sceptre's CPSP (Canadian 
Partners Support Program), 


Finally and most importantly, check out Sceptre’s 
complete line of award winning CRT monitors and 
notebook computers, Innovative LCD flat panel 
monitors and affordable high-performance flatbed 
scanners. 



Complete line of LCD flat panel 
monitors from 12.1 to 18.1 inches. 

(FTISshown: 10.1", 10,7 million colors, 

1 280 X 1 024 resolution) 



Complete line of high performance 
notebook computers 

(S7500 shown: 14.r display, up to Pll 300 MHz, 
96 MB HAM, 6 3B HDD) 



Complete line of high performance 
flatbed color scanners. 


(S1200 shown: 600 x 1200 dpi optical resolution, 
30-Pit color, single pass, cold cathode lamp, One 
Touch Scanning™, easy to use interface) 



Complete line of high performance, 
high resolution CRT monitors. 

(D97Ashown: 19" display. 18" viewable, 1600 x 
1200 resolution, 175 MHz bandwidth, .22mtr 
horizontal dot pitch, live year warranty, ARRC™ ) 



For more information: 

Sceptre Technologies: 888-350-8989 


www.sceptre.com 


EXCELLENCE FOR ALLTHE WORLD TO SEE 





